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Only calfskin of the finest quality and 
tannage is competent to express the in- 
dividuality, and sustain the reputation 


of a famous shoe. 


Realizing this fundamental fact, Amer- 


ica’s outstanding Men’s Shoemakers have 


ANDRITE 


chosen Tandrite Calf. This sturdy, pliable 
leather combines all the virtues indis- 
pensable to pre-eminence... Color, 
Finish, Staunchness, Flexibility .., 
assuring men the three prime advan- 
tages they seek in a shoe...rich dignity, 


true comfort and extraordinary stamina. 




















B. HUBSCHMAN & SONS, ENG. pusocsenss, 20 





























Int ti 1 Sh C 
indis- 
olor 
’ | there has been considerable misunder- make more shoes were we willing to disregard 
Y ces standing regarding the quality of shoes now available quality—but quality is the essence of this message— 
to civilians, it is important that you become ac- and this company is determined not to use present 
ivan- quainted with the facts. conditions as an excuse for lowering the moral 
— Perhaps this message from America’s largest standards of its product—standards maintained for 
” manufacturer of shoes will be helpful to you. more than forty years. 
mina. At present, our Government has first call on Despite heavy demand from our armed forces, 
shoe materials. Millions of pairs of shoes are being there is still a sufficient quantity of good, serv- 
manufactured annually for our armed forces. These iceable shoe material available to meet essential 
shoes are built according to rigid government civilian requirements. We assure you that we will 
standards. Only the best materials and skilled work- continue to manufacture shoes that will return full 
manship are suitable. Neither you nor we would value for your dollar—and satisfactory shoe mileage. 
have it otherwise. Victory demands it. You may continue to have confidence in the shoes 
But—does that mean good shoes — dependable made for men, women,and children by this company. 
shoes—are not to be had by civilians? We shall keep faith with the wearers of our shoes. 
Not at all—you can still buy good shoes. The honor INTERNATIONAL SHOE COMPANY, St. Louis, Mo. 
and integrity of the International Shoe Company 
stand behind that statement. Grau @ Pande, 
We, as well as other shoe manufacturers, could CHAIRMAN OF THE BOARD PRESIDENT 
INTERNATIONAL SHOE COMPANY 
Sales Branches . 
St. Lovis, Mo. St. Louis, Mo. St. Lovis, Mo. Manchester, N. H. 
Roberts, Johnson & Rand Vitality Shoe Co. Continental Shoemakers Sundial Shoe Co. 
Peters Queen Quality Shoe Co. Conformal Footwear Co. Great Northern Shoe Co. 
Friedman-Shelby Derothy Dodd Shoe Co. Pennant Shoe Co. Interstate Shoe Co. 
Hy-Test (Safety Shoes) - Winthrop Shoe Co. Jefferson Shoe Co. Metro-Craft Shoe Co. 
. ¥ Bp 
<< ppashion _ »B- 
PA. joe “s Sgr k ss 4 
TT «o#- 
' EXXIY, No. 5, BOOT AND SHOE RECORDER, published semi-monthly by Chilton Company, (Inc.) Entered as second class matter June 5, 1943, at the Post Office in 
ilade ph ja under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. 8. A. (Canadian rate $3.00 plus $0.50 for Canadian War Exchange tax—-making total of $3.50) 
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A lot of feet is 


whe 
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262 million of them in U. S. A. alone! i 

A 

Piaced end to end they would make a line more oF 

than 38,000 miles long—over once and a half of 

around the globe at the equator. Think of the p ¥ 

amount of Upper Leather and Sole Leather it takes * 
to make shoes for these feet. 

Today, millons of humans walk, work, and play, .. 

in comfort because their shoes have been made over Pv 











lasts designed and produced our way. 





UNITED LAST COMPANY 5 
“Fit-Foremost Lasts”’ ic 
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Freedom of choice is a great American liberty and the national accept- 
ance by the public of JOHNSONIAN indicates that men get what they want 
when they want it—even under the severest restrictions. 


Our factory organization has been subject to a demand far. outstripping 
the supply but we exercise the principle of share-and-share-alike so that the 
distribution of JOHNSONIANS will be equitable the country over. 

The American people's trust in the integrity of the retail merchant who 
renders service, even under wartime difficulties, is a measure of good-will 
that will walk down the path into the peace to come. The cooperation of the 
F JOHNSONIAN organization, with the merchant, in maintaining the integrity 


¢ of the name JOHNSONIAN, is an asset that we mutually share. 
> p. v. A concentrated line, trimmed to pp. v. America's great Square Deal or- 
essentials. ganization, with its great, busy 
; manufacturing and marketing 
p. v. Smartest Shoes on the Square— facilities — build JOHNSONIANS 
continuing classic styles for men. with faithful regard to the econ- 


omy of production. 
p. v. Best selections of available 


: leathers and materials. p. v. Every pair bears the name 
JOHNSONIAN and is tied up in 
P p. v. JOHNSONIANS are scientifically national cooperative advertising 
assembled to appeal to the through window and trade name 
greater number of American men publicity . . . a teamwork by 
in all walks of life... the most thousands of merchants—to make 

for their shoe dollar. the name famous. 
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KEEP THE UGHT OF 





FREEDOMMBURNING 
Buy War Bonds 











JOHNSONIAN DIVISION vivir cr norcorr, w+ sr. cours, mo. 
















GORING AN 
ABSENTEE 


No shoe factory can afford to permit absenteeism in its ranks 

PRODUCTION LINE of materials needed for complete shoe production. If you now 
have “outlawed” colors or surplus stocks of shoe goring idling 
in your stockroom, send the SHUGOR Taylor samples of it, 
and tell him how much you have. If we find the condition is 
good, we can reprocess it into the three colors allowed by the 
War Production Board — Black, Town Brown, or Army 
Russet. Putting your unused shoe goring back to work will 
improve your line, aid retailers in giving better fitting service, 
and conserve useful materials. 


THOMAS TAYLOR G&G SONS INC. 


HUDSON , MASS. 
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HELP UNCLE SAM! 


—— is our way of continuing to tell Miss and 
Mrs. America that Vitality shoes embody the 
service, fit, style, and good sound value which 
active women demand. 

When the September issue of the Ladies’ Home 
Journal goes on sale late this month, customers 
and prospects of Vitality dealers will be ad- 
dressed by the full-color, full-page Vitality ad- 
vertisement which spearheads the fall and winter 
campaign. 

Throughout the season, other messages—in 
Life, Harper's Bazaar, Vogue, Good Housekeeping, 


and Mademoiselle—will also convince busier- 


than-ever women that Vitality shoes fit the Vic- 
tory Tempo. 


Made ty edmercas Largest Shoemakers 


FITS THE VICTORY TEMPO 


BUY UNITED STATES WAR BONDS AND 





So it is that eye-arresting national advertise- 
ments will emphasize that the name Vitality is 
assurance of shoes which capably serve every- 
where—at home, at work, and at play. 


WOMEN'S VITALITY OPEN ROAD SHOES 
AAAAA to EEE for Outdoor and 
Sizes 2 to 11 Campus Wear 
$6.95 $5.50 and $6.00 
CHILDREN’S VITAPOISE 


Feature Shoes for Children 
Priced according to size 
$3.50 and up 


Complete widths and sizes 
Priced according to size 
$2.58 to $5.50 


VITALITY SHOE COMPANY 
Division of International Shoe Company, St. Louis, Mo. 








August |, 1943 










STAMPS 





GOSH! 3,000,000 
MORE CUSTOMERS 
JUST WALKED IN! 


No Doubt About It Mr. POLL-P? 


Other nationally 

advertised Roberts, 

Johnson & Rand 
brands: 


Sick Gch 


Pip 


the Stork is on Your Side 


3,000,000 babies were born last year. At least that many more will be 
born in 1943. Add those new millions to the tremendous,already-existing 
market for juvenile shoes (32,972,081 boys and girls to 14 years of age)... 
and you'll know why juvenile shoes... especially Poll-Parrot juvenile shoes 
..-are getting increasingly more attention from alert, opportunity-minded 
shoe retailers. Worth remembering: intrinsic value, plus consistent ad- 
vertising, have resulted in consumer brand preference for Poll-Parrots. 
That’s why it’s a good brand to be identified with ...an easy one to sell. 


Bat Sasorets 


STAR BRAND SHOES “ 
FOR BOYS AND GIRLS ae 


ES 
7 
iL 


ON & RAND - Division International Shoe Cc ) 
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missing box toe heater 


Neither Scotland Yard nor the Crime Club can solve it. Frankly, we're 
baffled. Read the evidence. If possible, find the motive and work out the 


solution. 


6... Yet our records list it on loan 
and in use. Not to be found in lasting 
foom, stock room, or cellar — gone into 
thin air! Last seen two months ago, wear- 
ing a copper overcoat, in the company of 

Man Hindsight, as vicious a villian 
is ever trod the boards in an Op’ry 
H meller-drammer. 
‘Seriously, its loss is important. Not one, but 
hundreds of irreplaceable box toe heaters made 
ffom critical copper, stainless steel, brass, and 
fast iron have been lost by careless handling — 
tually through putting off their return until 
tomorrow as today seems short of minutes. We 
famnot make new box toe equipment for the 
duration. Our 1943 complement is being served 
to Messrs. Hirohito & Co. as part of an indigesti- 
ble metal diet, and though our stocks are com- 
pete. we no longer have an abundant supply of 

t 


ers to cover needless shortages. 


# 


Box toe heaters are as important to 
you as they are to us. Don’t lose them. 
Don’t store them. When replaced for any 
reason, return them at once. Take care of 
them by following a few simple rules and 
add months to their span of efficient 
usefulness. 
DON'TS for box toe heaters. (Please pass on 

to lasting room foreman.) 


Don’t operate electric heaters at voltages in excess of 
the unit resistance marked on each heater. 

Don’t operate heaters without water in boilers. 

Don’t carry water supply cans by the spout — use 
handle. 

Don’t fail to clean gas burners every six months. 
Don’t order units, water cans, and other supplies in ex- 


cess of the amount actually needed. 


Don’t retain heaters not needed on the line. 
Don’t stock them “for the time being.”” Send them back. 


BECKWITH MANUFACTURING CO., DOVER, N. H. 


Decxwits 
BOX TOES 


e000 EE ovssncs 
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> Shoes that come 
> back... for a second 
pair...made of 


When you sell a pair of Cretan Calf 
shoes, you can be pretty sure you're 
going to see them again — when 
the wearer comes back for more of 
the same. Usually the first pair is 
just the start of a series. * The sec- 
ond trip doesn’t occur as soon as 
you might expect (for all its aristo- 
cratic beauty, Cretan Calf is tough) 
— but it’s fairly certain. * And 
when the customer walks in — 
wearing the same smile of satis- 
faction he first put on with the 
shoes — ask him how he liked the 
comfortable, supple softness of 
Cretan Calf. Listen to him tell you 
that the softness is still there — in 
spite of sun and high water. ° 
Then he starts to sell you on the 
healthful comfort of this famous 
vegetable tannage. * That's why 
we say the sales slip for a pair of 
Cretan Calf shoes is a round-trip 
ticket. Let the Gallun leathers help 
you build this steady, profitable 
business. Make it a point to check 
the Gallun numbers in the cata- 
logs of leading manufacturers . . . 


A. F. GALLUN & SONS CORPORATION 


MILWAUKEE WISCONSIN 


Norwegian Calf - hand-boorded grain 
Cretan Calf - - smooth but not glazed 
Eskimo Calf. - - . woter-resisjant 
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This advertisement 
will appear in the 
September issue of 
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“,. that was my first job. Had a 
pair of Colt-Cromwell boots, too” 


Of course he did — our Engineers’ 
Boots are standard equipment for 
jobs like that. He’s got another engi- 
neering job to do now, for which his 
Uncle Sam provides him with boots. 
But there’s many an engineer in civi- 
lian work who’s taking extra special 
care of his Colt-Cromwells, because 
he can’t get another pair for the dura- 
tion. 

That’s because we have a war job, too. 
All our time and all our facilities are 
going into making leather goods for 
the Army. We’re proud to use our 
skill this way — but we’re doing all 
we can to make sure there’ll come a 
Other Colt Items: time when no paperhanger can push 


* OFFICERS’ SHOES - WAC BAGS a shoemaker away from his last. 
- JODHPUR BOOTS - MOCCASINS 
-SAM BROWNE BELTS 


FOREMOST AFOOT AND ASTRIOE 





COLT- CROMWELL 


610 ATLANTIC AVENUE, BOSTON, MASS. 
47 W. 34th ST.,N.Y.C. 706 S. LOS ANGELES ST., LOS ANGELES 
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ecision 


From laboratory to shipping room, precision is the outstanding 
characteristic of American industry. From design through every detail of 
manufacture, precision is the watch word. It is natural that the same high 
standards of precision should extend to the operation and to the main- 
tenance of the machine, in both of which precision oiling plays an 
important part. 

The proper kind and grade of lubricant in the right place at all 
times safeguards every moving part against destructive wear and costly 
replacement. 

The useful life of machinery depends on the care it receives — 
especially lubrication care. 





mare UNITED SHOE 


Ammunition. 
BOSTON, 
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Example of 
PRECISION OILING 


The oiling diagram here shown indicates 
the importance of the correct lubricant in 
the right place — at all times. 


G/T Heel Seat Lasting Machine, Model E. 
¥. 


E | MACHINERY CORPORATION 


N, MASSACHUSETTS 
August |, 1943 
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BY BROWN SHOE COMPANY 


ST.LOUIS, MISSOURI 
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CURTIS SHOE CO.,INC., MARLBORO, MASS. e Four Generations of Fine Shoemaking 


13 
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ANNOUNCEMENT TO THE SHOE TRADE: 


EDITORIAL HITS in the new 












How Reader Research ied—readers under 30, readers between th | = 

ree 

Determines Editorial Hits rR ee eee 

Reader reaction is measured in a number § edito 

ea supplement editorial judgment with of ways. Reading time—Reading intensity- A 

fact in measuring editorial progress—the Editorial hits. The latter, from the editor os 

Curtis Division of Public Opinion conducts viewpoint, is especially valuable in measur. eend 
constant, thorough reader research among ing progress among specific groups of 

a representative number of Post readers. readers. 
The c 


Both sexes and three age groups are stud- An editorial hit is a story or article which 


Ws th, Le 


— 
= a Some examples of editorial hits appealing to Editorial Hits 
in the new Post among 


pung 2 Weadem 


have increased 63% 


The 63% increase in editorial hits in the age 
















group under 30 shows how the new Posts 


keeping pace with the far-reaching change 





in the attitude and intelligence of youth. The 
new Post meets the new viewpoint of youth 


squarely and sensibly—and wins youth. 


63% MORE HITS 
IN THE AGE GROUP UNDER 30 





48% MORE HITS 
IN THE 30-44 AGE GROUP 





23% MORE HITS 
IN THE 45 AND OVER GROUP 








48% MORE HITS 
IN ALL AGES 
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Post have 


iscompletely read by an exceptionally high 
percentage of the Post audience. In 1941, 
a standard was established for measuring 
editorial hits. 

A story or article becomes a hit when 
reader research proves it has exceeded this 
standard in any age group or in either sex. 


TARGETS FOR AN EDITOR 
The new Post has now been published nearly 


Some examples of editorial hits appealing to 
women readers of all ages 


increased 48% 


a year and a half under the editorship of 
Ben Hibbs. He has set his editorial sights 
high, and for his own guidance—and that of 
his staff—he has constantly studied the actual 
reactions of Post readers themselves. A few 
months ago, we were thus able to report that 
the new Post is 30% better read. Now we 
are able to report a 48% increase for 1943 
over 1941 in editorial hits on specific targets 
by age and by sex. 


* * * * 


Editorial Hits 
in the new Post among 


Women Keaden- 


have increased 50% 


These are typical of the 50% increase in edi- 
torial hits that have registered high with the 
Post’s millions of women readers. Answering 
today’s need for sparkling, stimulating fiction 
—and an understandable reporting of national 


— 
and world affairs—the new Post wins women. 


50% MORE HITS 
AMONG WOMEN 


52% MORE HITS 
AMONG MEN 


From women—from youth—from- people of all 
ages and both sexes—the verdict is unmistakable. 


PEOPLE UKE THE 
NEw SATURDAY EvEw(n6G PosT 
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THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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LAUNCHING OF THE SHIP 


We've helped to launch many a good shoe line, too. 
And after launching, we help keep them on the even 
keel of dependable quality. 





We will be glad to supply identification tags and carton 


inserts to any users of Evans Leathers who request them. 


JOHN R. EVANS & COMPANY j CO a NEW JERSEY 


COPYRIGHT 1943 
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F LEXIBLE e e e With a velvety surface that cushions 


the shocks. Pliant and springy as the foot itself. 


INSULATED e e e Heat and cold resisting—will not 


draw the feet. 


WATERP ROOF e ee They keep the feet dry and 


protect health in all seasons. 


LONGER-WEARING e e@ e Serviceable and 


comfortable for walking and working. 
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WHEN IS A SHOE BOTTOM AN IMPROVEMENT? 


We quote from an advertisement of BOSTONIAN SHOES: 
“Frankly now, would you consider a shoe bottom that outwears the 
toughest of sole leather an improvement? These are the most flexible, 
longest wearing soles imaginable . . . soft treaded to cushion the 
shocks, fully insulated to keep out cold and dampness. It makes sense 
to buy that kind of endurance today as hundreds of our thrifty-minded 
customers agree”. 

They're talking about the new AVON FOUR STAR SOLES . . . developed in our 

research laboratories to meet the needs of today when efficiency calls for 


cool comfortable footwear — and wearing quality is imperative. They're a 
scientific triumph. 


AVON SOLE COMPANY « AVON *« MASS. 
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Annual Report to MANUFACTURERS 


from ALLIED STORES CORPORATION 





THE PROBLEM of 
CIVILIAN SUPPLY 


No more important problem faces the retailer in 1943 
than that of securing a constant incoming flow of mer- 
chandise to meet the needs and wants of his customer, the 
consumer. There is every indication that consumer purchas- 
ing power in total will be maintained or even further increased 
from its present high levels. The past few months have been a 
period of inventory liquidation. To a very substantial degree 
merchandise requirements of the future must be met out of 
production of the future. The supply of manpower heretofore 
used in the production of consumer goods undoubtedly will 
be reduced further by additional transfers to armament work 
and calls to military service. Lend-Lease requirements for 
consumer goods will increase, thereby further cutting inte the 
diminishing supply of such goods. 

RECOGNITION GIVEN PROBLEM 
Recognition is being given at last to this problem. The War 
Production Board has just obtained a new directing head for 
its Office of Civilian Supply. In addition, a bill is now before 
Congress which, if enacted into law, will create a new, inde- 
pendent agency responsible for the needs of the civilian. The 
problem is essentially one of overall policy and general objec- 
tives, however, rather than of the proper placing of another 


bureau within the network of bureaus or the selection of 
another bureau director as important as each of these may be. 


TWO DISTINCT VIEWPOINTS 


There are two distinct viewpoints from which this problem 
may be approached. Neither questions the propriety or neces- 
sity of acknowledging the first call of the armed forces on our 
production and resources of every character. With this 
common ground as a start, one school of thought maintains 
that we should determine quickly the minimum civilian re- 
quirements of absolute necessities and proceed to reduce our 
internal economy to this bedrock basis at once in the hope 
and belief that the particular production facilities released 
will in some way, in some manner, at some time be useful in 
further increasing production for our armed forces and those 
of our allies. The other school of thought maintains that all 
reasonable needs of the armed forces should be met as 
promptly as possible and without question but, that once this 
is under way, every reasonable step should be taken to assure 
the absolute maximum production of consumer goods for civil- 
ian consumption from the remaining manpower, machinery, 
and materials. 


PRODUCTION IS ANTI-INFLATION 


Which of these two schools of thought will be followed in 
finally establishing our overall policies and objectives regard- 
ing our civilian economy is a highly important decision. The 
latter approach, that of taking all possible steps to assure the 
absolute maximum production of consumer goods consistent 
with the requirements of military forces, is believed to be 
preferable. From an economic viewpoint it must be remem- 
bered that production is the best known anti-inflation force 
and also that it is highly desirable that this country enter the 
postwar era with a production and distribution system for 
consumer goods of the highest possible efficiency and effective- 
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2 $1 70.8 % INCREASE 
02 
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12.5% 
151,808.85 ” 
1949 808,858 25.2% 













121,270,682 

1939 8.2% 
112,122,354 

193g , 8.6% 
103,243 495 


ness, The advantages of maximum production for civilian use 
from a social and morale building viewpoint are obvious. 
Maximum production for civilian use will also furnish the 
best possible incentives for those workers employed in the 
production of materials for the armed forces. One of the 
objectives of many military campaigns is to weaken or 
destroy the civilian economy of the enemy. Isn’t the pro- 
tection of our own also of prime importance? 


CIVILIAN GOODS 


Within the framework of the total available supply of civilian 
goods . . . this Company faces the problem with confidence of 
securing its relative proportion of available consumer goods. 
Buying offices are maintained in New York, Chicago, and 
Los Angeles. This Company also pi ed the develop 

of consumer goods manufacturing for import in Mexico and 
throughout Central and South America. These efforts are now 
bearing fruit. One or more of the stores the Company operates 
are in or near practically every consumer goods manufactur- 
ing center of this country. 





MUTUAL COOPERATION 


Mutual cooperation over the past several years between the 
Company and those from whom it purchases was responsible 
in no small degree for the satisfactory sales and profit record 
of the Company for 1942. The Company wishes to express 
recognition at this time of its appreciation of the part they 
contributed to this showing. The continuance of these close 
working relationships and cooperative attitudes will continue 
to be fostered by the Company, as it believes they offer the 
best solution to the many mutual problems of the present and 
of the future. 


Excerpt from the Annual Report by B. Earl Puckett, President. 


ALLIED STORES CORPORATION 


The Country's Largest Department Store Company ‘ 
1440 BROADWAY, NEW YORK CITY 
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ONE OF THE HANDSOME, NEW, FUNCTIONAL SHOES KNOWN AS MADE BY MARSHALL, MEADOWS & STEWART, INC., AUBURN, WN. Y. 








that serves the WAACs 























“ai 
CG 
Webi 


An utterly simple 

serviceable oxford made 

like a man’s shoe with 

a sole that will wear 

Uppers of plump hand-boarded 
calfskin that mellow and glow 
with age and polishing 
Wonderfully supple— 

supremely comfortable — 

a shoe that will serve you 

as capably as it serves its country 
on feet of many in the 

Women’s Army Auxiliary Corps.* 
Army Russet or black. 8.95 
—at Saks Fifth Avenue 

New York, Chicago, 
Detroit and Beverly Hills. 


*This does not imply any 
endorsement by the U.S. Army 
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FLORSHEIM SHOES 


DESIGNED AND BUILT FOR LONGER RATIONED WEAR 


In a world of changing values —the Florsheim 
standard never changes. Today as always 
Florsheim Shoes are known for their fit, finish, and 


workmanship . . . for their longer rationed wear. 


Florshei 


TO RETAIL AT 


Most Styles 


YOrSl] 
















rHE FLORSHEIM SHOE COMPANY + CHICAGO « MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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KAY SCHUTTER, shoe fitter at 


Petersen - Horned - Von Maur, Inc., 


_ Davenport, lowa—in an oration to 
‘the nation, delivered to her boss, 
Jack C. Percy, buyer of shoes—pro- 


claims: 

“Four months and ten days ago, 
our Government brought forth upon 
this department, shoe rationing: 
conceived because of shortages and 
dedicated to the proposition that all 
feet shall be treated equal. Now we 
are engaged in a trying period. 
Testing whether this shoe dog or 
any shoe dog, so tired and so stock- 
less, can long endure. We are met 
on the second day after this rush. 
We have come to celebrate the pres- 
ence of a past shoe dog, who now is 
giving his all that we may carry on. 


ASTOUNDINGLY BRILLIANT! C2, 
ee SO 
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“It is altogether fitting and prop- 
er that we should do this but in a 
smaller size we cannot give you 
brown; we cannot give you white: 
we cannot even give you black— 
for the crazy women, little or big 
who struggled here, have taken them 
all from our shelves. These women 
will little note nor long remember 
what we sell them, but they can 
never forget the stock we could not 
show them. It is rather for us, the 
shoe clerks, to here remember the 
big runs we used to have. The time 
we could show a dozen styles, the 
time when money meant more than 
a No. 17. It is rather for us to help 


these poor gals. That from these 


broken sizes, we take increased de- 
Yotion to sell fewer misfit shoes and 
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fewer mismated pairs. That the 
beating we have taken shall not have 
been taken in vain, and that this 
department under Percy shall soon 
get another case of 36 pairs of shoes 
and that this shoe business shall 
have a new birth of freedom, when 








we can come to work late, take a 
full hour for lunch, take time for a 
coke and go home at 5:45.” 


a * 7 


STEPHEN J. JAY, vice-president 
of R. H. Fyfe & Company, has been 
very helpful, in his capacity of presi- 
dent of the Detroit Retail Merchants 
Association, in stemming the tide of 
complaints that go to Washington 
from civilians who find it difficult 
to get proper footwear. He did a 
job of special sizing that was a 
nightmare to a Congressman with 
a cantankerous constituent. Now 
comes another incident. Mr. Jay 
says: 

“A young man for whom we have 
broken sizes for years wanted shoes, 
and it was necessary for us to re- 
quest two Shoe Ration Stamps to 
fulfill his wishes. The factory from 
whom we have been purchasing 
mates for these shoes has decided 
not to make any more special pairs. 
The father of the-young man raised 
quite a discussion with our Senators 
and Congressmen from the State. 
No doubt there must be a way 
found to allow or encourage manu- 
facturers to make up these special 
wants.” 


BEHIND the scenes on the global 
stage, hidden by the smoke of bat- 
tle, befogged by the war mists, 
there’s a continuous tryout of func- 
tional designing of footwear. Mili- 
tary necessity, climate, enemy tac- 
tics and modern methods of war- 
fare all contribute as controlling 
factors to the new products. There 
has been little fanfare and no bally- 
hoo about the wonderful new job 
of shoe designing that has been 
carried on in the interests of com- 
bat by our armed forces. 

Shoes for combat duty number 
over 35 types, designed specifically 
for the job—after thorough tests 
and performance records have been 
made right on the actual firing line. 

Paratroops wear one type of boot 





that differs from those worn by 
jungle fighters and arctic ski troops. 
The old familiar A.1. shoe has done 
a good job, Munson last and all, on 
the training field but it is no longer 
considered practical for actual com- 
bat duty. And it doesn’t begin to 
fill the bill for tank corps, aviation 
corps, Rangers or even fox-hole 
sniping. The Marine have proven 
the practical reasons for using re- 
reversed leather; the jungle fighters 
are wearing special canvas-top 
boots impervious to damp and bac- 
teria while troops in arctic regions 
have tested the performance of 
leathers that do not freeze hard in 
sub-zero weather. 


Women auxiliaries have a choice 


27 


ee = 





} 
' 
| 









of types of foot covering plus an 
overshoe. 

Order M-217 has subtracted civil- 
ian extra-pair types at the same time 
that grim necessity has added new 
combat shoe types for our armed 
forces. And it isn’t only the gov- 
ernment officials who work out the 
details and put into the works the 
specifications for these new types 
of footwear. It’s the shoe manu- 
facturers—aided by the tanners 
(and backed up by the necessary 
allocations, priorities and negotia- 
tions) who have done that. 

Considering the mammoth pro- 
portions of this military supply pro- 
gram as it applies to footwear and 
as it directly affects leather produc- 
tion, it is truly astonishing that the 
leather tanners of the nation have 
done such an amazingly big job. 

The Army takes the best of the 
long-wearing heavy weight soles, 
just as the Navy takes the cream of 
the calf production. What's left, in 
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lighter and medium weights goes 
into shoes for the WAVES, hand- 
bags for the female auxiliaries and 
the WAC shoes are using up quite 
a lot of elk finishes made from the 
same cattlehides that are used for 
Army retan—now made flesh side 
out in light, natural shade. 

If your customers feel that they 
are shoemakers’ children, tell them 
the above facts. Too much has al- 
ready been said over the radio and 
written in the papers about the rea- 
sons why the civilians are not get- 
ting what they used to get. “Dat ole 
debil Rumor” has it that there just 
aren't any good shoes being made. 
This type of stuff has actually been 
circulated by well-meaning but 
short-sighted salespeople in shoe 
stores. These whisperings are made 
to urge buying of the shoes on hand, 
in the present stocks. The infer- 
ence has been that there just won't 
be any more shoes like those. The 
truth is that the shoe industry and 
the leather industry have not let the 





THAT'S TELLING "EM 








—Friend D. P. from the Pacific 
Coast sends me this one: 

“Did you hear the tale of the Negro 
artillerymen in North Africa, Amer- 
icans all? Each time they loaded their 
heavy cannon, they kissed the shells 
and one of them chanted: ‘Rommel, 
count yo men!’ After the blast he 
would intone: "Rommel, count yo men 
again!’ Now if that isn't real darkie 
humor | don't know any." 

—And every time you buy a War 
Bond you are saying: "Hit, Muss 
and Hiro—count your men 
again!" 


President 





public down. They haven’t let the 
military down. They have worked 
as a remarkable team and they'll 
Keep on working. 
t i os 

QUOTA-SELLING at Hill’s, Spo- 
kane, Wash.! In line with new war- 
time trends which have been regu- 
lating opening and closing hours of 
shoe stores to save manpower and 
labor as well as cater to the needs of 
war workers on various shifts 
around the clock, Hill’s Shoe Store 
at 600 Riverside Ave., Spokane, 
Wash., has recently announced a 
five-day week, closing two days in 
every seven—while also revising its 
“open for service” hours. 

Besides being closed daily when- 
ever the store’s quota is sold, Hill’s 
announced it would be closed on 
Saturday’s all day, with Monday 
opening at 12 noon. From Tuesday 
to Friday, the shoe store will be 
opened at 1] a.m., with closing de- 
pendent upon quota sales, and how 
soon the quota was exhausted by the 
onrush of customers with ration 
coupons in hand. 

& at * 
HARRISON A. BAKER, partner in 
the Wetherby-Kayser Shoe Stores in 
Los Angeles, says: 
“Just tell the people they cannot 





have anything, and that is what they 
insist on having. This town, cleaned 
out of white shoes by July 1, saw 
many people shopping everywhere 
for whites, with never a thought of 
a sale price. One thing we are do- 
ing to conserve our present ample 
stocks is to reduce store hours be- 
yond the prescribed time set. The 
stores are now open six hours a day, 
from 10:30 to 4:30. Possibly it 
may be necessary to even close all 
day on certain days.” 


* e * 


DARK deeds—black markets—lead 
to crime! In Providence, R. L., 
action in Federal Court brought to 
light a racket which involved the 
illegal use of a shoe certificate to 
obtain several thousand pounds of 
sugar. It appears that a Central 
Falls man obtained a certificate for 
an extra pair of work shoes which 
he bought and for which he sur- 
rendered the certificate. A short 
while afterwards, he and two other 
men discovered that the certificate 








was so similar to sugar certificates 
that they could, with some work on 
the paper, make it appear eligible 
for a large quantity of sugar. 

Attempting to retrieve the shoe 
certificate, the man visited the shoe 
store, offered a Shoe Ration Coupon 
and asked for his certificate in re- 
turn, explaining that he had found 
the coupon, which he believed he 
had lost. The shoe clerk looked 
through the pile of certificates but 
could not locate the one which the 
man had previously given—the cer- 
tificate apparently having been 
turned in by the store. While the 
clerk was looking through the pile 
of certificates, the man made a men- 
tal record of the name on one of 
the certificates. 

Returning to his partners, they 
conspired to have another man visit 
the store, offer the Shoe Ration 
Coupon and ask for the certificate, 
pretending that he was the person 
whose name had been seen on the 
certificate. The store clerk made 
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the exchange, and the men forged 
the certificate, making it into one 
similar to those needed to buy sugar 
in large quantities. In Boston they 
obtained 1000 pounds of sugar on a 
0,900 pound allowance, returned 
to a local garage and sold the sugar 
for twice the maximum price for 
that product. It is said that another 
1000 pounds was purchased at a 
later date and was about to be simi- 
larly stored and sold, when the men 
were arrested. 





VACATIONS serve the purpose of 
refreshment and rightfully so. One 
veteran shoe merchant takes the 
bull by the horns to make “This Un- 
usual Announcement.” Those are 
precisely the words that W. C. Good- 
win uses in his advertisement in the 
Fitchburg (Mass.) Sentinel. Here’s 
the announcement: 


“This Is An Unusual Announce- 
ment. . . . Unusual because in 45 
years of selling shoes we have never 
done it before. . . . But then, today’s 
unusual problems require different 
solutions than those of yesterday. 


“Two of our real problems are: 
(1) How to give our employees a 
well deserved rest and vacation. . . . 
(2) To replace the shoes you have 
carried out of here the past few 
weeks, 


“In an attempt to solve these dif- 
ficulties we have decided to close 
our store for two weeks—from July 
12 to July 26. If you have any 
shoes being held for you or any 
shoes left here for repairs, will you 
please call for them before July 10. 
Thank you. W. C. GOODWIN, 
INC., 356 Main Street. A Good 
Place To Buy Good Shoes. Closed 
July 12 to July 26.” 


‘THE entire shoe business is get- 
ting too cocky for its own good” is 
the down-to-earth statement by M. E. 
Mashburn of Gude’s, Los Angeles. 
“Buyers now think they are just 
about the smartest persons imagi- 
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nable, for it seems whatever they 
buy, the public grabs. Shoe sales- 
men are finding customers in such 
an easy purchasing frame of mind 
they are very apt to be superficial 
in handling a customer as well as 
very lax in determining the exact 
fitting requirements. We have still 
got to remember we are building 
our businesses for the future. 

“Right now is the greatest oppor- 
tunity for a store to build business 
for the years to come. And there is 
just one way to do that—the hard 
way—the right way—through real 
fitting service and shoe selection 
assistance. 

“Now, as styleful shoes get less 
styleful, with blacks and browns the 
rule, we believe here we will gain 
through selling service and fit. And 
that is one thing Mr. Gude has in- 
sisted upon since he first started his 
little store years and years ago. 
Getting the sales force to realize all 


this, and“then to apply it each busi- 
ness moment, is a really difficult 
thing in these days of too easy 
selling.” 

* 7 “ 


COMPANY museums serve as a 
guide for people who want to know 
the nature and usefulness of the 
products of industry. Lawrence Vail 
Coleman, Director of the American 
Association of Museums, has just 
published a book of 174 pages, with 
18 illustrations and explains the 
function of industrial display as de- 
veloped by many diversified trades. 
In this age of education, it is well 
for every organization to make his- 
torical exhibits of its product as 
well as its progress. 


” ~ te 


A SHOE store in Richmond, Va., 
replaced its “Final Sale” sign with 
another, reading: “Unconditional 
Surrender.” 


Cartoon by a Soldier Shoe Man 
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“SHINE MISTER” 















































MIDDLE OF 


This window won a prize ~ 
for The Wallace Com. 

pany’s shoe department ~ 
in a display contest held 
some time ago. The de. 
partment can count on © 
having regular window ~ 
space four days a month, 
and window spots are 
available at all times, 


THE ROAD 


Merchandising Brings Department SUCCESS | 


The Wallace Company, in Schenectady, New 
York, Follows a Policy Which Is Neither 
Extremely Conservative nor Extremely High 


Style. 
in the Shoe Department Is 


How This Policy Has Succeeded 


Told Here. 


“WE follow a middle of the road policy in our depart- 
ment,” said Avery Leinson, manager of the shoe depart- 
ments at The Wallace Company in Schenectady, New 
York. “We’re not an extreme novelty department, nor 
are we extremely conservative, either in style or in 
price.” 

This department carries a medium priced line of 
sport, walking, arch-type and novelty shoes for women 
and children, and does a considerable business in these 
types. The store is one of a group of four, operated 
under various names, but owned by Consolidated Dry 
Goods Co. The stores are operated in Schenectady and 
Poughkeepsie, N. Y., under the name of The Wallace 
Company; in North Adams, Mass., under the name of 
The Boston Store; and in Northampton, Mass., as 
McCallum’s. Avery Leinson is buyer and shoe mer- 
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chandiser for all four departments. Before coming to 
The Wallace Company nine years ago, he was connected 
with The Schiff Company, chain of shoe stores. In the 
nine years he has been connected with the firm, the 
department’s yearly sales have increased substantially. 

Mr. Leinson believes in promotion. “Get your pro- 
motions in ahead of the other fellow,” he explained. 
“This business was built on more promotion than was 
ever done by our competitors. When you're not pro- 
moting merchandise, keep your store’s name before the 
public with institutional advertising. We are trying to 
maintain our old method of operation under new con- 
ditions, with a view to continuing our methods of oper- 
ation after the war.” 

In line with this policy, Mr. Leinson gradually re- 
duced his lower priced lines without eliminating them 
entirely. At the same time he strengthened his better 
grade lines considerably—and, fortunately, added new 
lines wherever it was possible to do so before the short- 
ages became acute. Consequently he is receiving mer- 
chandise sufficient to take care of his most pressing needs. 

Rationing has upset the structure of merchandising, 
as Mr. Leinson sees it. It’s putting the peak sales periods 
at abnormal times. “June has never before been a peak 
month with us,” he explained, “but this year it was.” 

[TURN TO PAGE 77, PLEASE] 
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PREPARE FOR INSPECTION 


Military tradition is making millions of Ameri- 
cans, women as well as men, more conscious 


than ever before of the importance of a well 
groomed appearance and especially of well 
polished shoes. This procedure is a regular 
evening chore for members of the USMCWR. 
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BY ARTHUR D. 


ANDERS ON 


Waste Not—Every Scrap Is Useful 


THE Boot AND SHOE RECORDER never cries “Wolf, 
Wolf, Wolf,” because over the years, we have learned 
that things are never so bad as they are pictured and 
only death and taxes are immutable. 

A year ago, you will remember, there arose an agoniz- 
ing wail that factories and stores would die because no 
leather or materials wou!d be available. Well, somehow, 
somewhere, leather and materials have been fashioned 
into footwear and factories and stores have been busy; 
and 133,950,000 persons have been spared the humilia- 
tion of going barefoot. 

But let’s not be Pollyannas and let’s not accept the idea 
that shoes will muddle through somehow because there 
does come a time, amidst a bitter war, when civilian 
supply gets disorganized. You have noticed it in the 
absence of beef and meat on your table and you know 
that when the hide and skin, the wrapping paper around 
that meat, is not coming to market, that the shortage 
will be still more acute. The new tanning restrictions, 
reducing hide intake by 30 per cent, are an indication 
of the seriousness of the situation. 

So when October and November come around and 
there is less of the substance that we have been de- 
pendent upon for our major shoe soling, then we will 
be in hot water. We can, of course, use impregnated 
paper for soling material, and wood, and can have 
some hopes that real, serviceable sole substances can 
be manufactured in small lots because critical in- 
gredients in the plastic and rubber field are partially 
available. 

In a way, what we need is some organized machinery 
of conservation. Here is an example: A lot of leather 
is used by the Army and Navy for equipment other than 
footwear. In its cutting a good deal of scrap remains. 
Under the Luggage Regulation M-273, for example, this 
scrap can be consumed, if it serves a functional pur- 
pose, on the corners of bags or for key rings or for 
leather ornaments or for most any gadget. Well, that’s 
all right enough for a period when there is considerable 
leather in sight but, basically, such prime leather could 
be used in footwear if regulations were defined to in- 
clude “scrap and offal from military contract leather 
can be used for footwear.” 

We point that out in the belief that shoes are more 
essential than luggage, key rings and gadgets and that 
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we will soon reach the point of critical shortage of 
leather when every piece and every scrap should be 
carefully examined as to its first availability in 
footwear. 

There are other things that might also be examined 
as to the priority of essentiality. Here’s a case in point: 
We discovered in one shoe store where unrationed play 
shoes were sold that the clerk told the customer: “Take 
these to a repair shop and get a pair of soles attached 
and you'll have a foot covering that will wear longer 
than a couple of weeks.” Well, if in order to avoid sur- 
rendering a coupon the public has to walk down that 
path of evasion, you are defeating the intent and pur- 
pose of unrationed liberty. We would go even further 
than that . . . have this conservation body determine the 
best use of leather and materials and to designate its 
allocation accordingly. 

The period of tightening the belt will be soon upon 
us and it is well to prepare now for the more stringent 
shortages ahead. If manufacturers can eliminate full 
soles in England—piece in with scrap or paper which 
is hidden under the heel seat—we, too, must begin to 
think in terms of actual conservation. The real short- 
ages are right NOW apparent. To keep the wolf away, 
let’s get foxey. 


AN "ODD" ENDING 


WELL, the Odds and Ends Ruling by OPA was short, 
sweet and definite. It meant precisely what it said— 
sacrifice sale of unwanted goods, limited in numbers 
and profitless in price. If any merchant of table-run 
shoes expected that the unrationing of odds and ends 
would give him the right to dump on the public a 
mountain of flimsy and cheap footwear, without benefit 
of the ration coupon—then that operator was disap- 
pointed with the ruling. 

But by and large it was an honest ruling from men 
in authority who knew precisely what the terms “Odds 
and Ends” meant in footwear. The Boot anp SHOE 
RECORDER, in a way, gave you fair warning when it 
said, in bold face type in the editorial of June 15th: 
(Relief on “Odds and Ends?”)—“BUT, AND IT IS A 
BIG BUT—IT MIGHT DO AS MUCH HARM AS 
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GOOD IF PEGGED TO A PRICE TO WARRANT THE 
UNRATIONED LABEL. TO UNFREEZE MAY 
SQUEEZE. THINK THAT OVER, TOO!” 


Regular stores, selling regular merchandise in the 
regular way, with fitting service over the fitting stool, 
usually know how to dispose of the last few odds and 
ends, broken in sizes and doomed to be dumped. There 
never was a time in the history of shoes when every 
pair in every size was more salable than today. So you 
see, odds and ends take care of themselves, when the 
demand is greater than the supply; and after all, there 
is nothing in the regulations that says that a merchant 
can’t mark his merchandise down to a price that will 
move it plus the coupon. 

So here we stand, at the beginning of the Fall season, 
with most stocks clean as a whistle and every store in 
the best possible position as to the salability of what’s 
on the shelves. In fact, the only problem is how to get 
more shoes to fill the empty spaces. 





STEWARDSHIP OF SERVICE 


YOU may think you are in the shoe business only to 
make money by the shortest possible route but if that’s 
your outlook, you won’t be long in the shoe business. 

There never was a time when every merchant, every- 
where, needed to pay more attention to his stewardship 
of service than now. For these are dangerous times 
because too much power has been given the seller. 
Actually, a seller’s market develops prides, arrogances 
and discriminations. We mustn’t generalize on that be- 
cause, after all, there are sellers who have a true sense 
of proportion and who do know how to allocate on a 
hasis of share and share alike. 

But back to the basic premise. You, as a shoe mer- 
chant, have a stewardship of service that must take into 
consideration—first, the public, then the shoe and its 
fitting and then you and your skills step into the picture 
of compensation for services rendered in the form of 
wages and profit. 

One of the reasons why we would like to see some 
correction of the last-minute stampede, prior to the ex- 
piration of the Ration Coupon 18 on October 31st, is 
that no merchant can render real service in a madhouse. 
Consumers should be protected against themselves and 
their carelessness in waiting until the last minute before 
purchasing shoes. The mere fact that people delay mak- 
ing out their income taxes until just before the dead- 
line is no general explanation that human nature must 
always procrastinate. Every shoe store, if it is a 
steward of service, must basically desire to give the 
public a true fit and the proper shoe, if the transaction 
is to be completely satisfactory all the way round and 
at a time convenient to the individual purchaser. 


We are only measuring this from the viewpoint of 
service rendered—which brings us up to the next sub- 
ject bearing on store hours. Some stores are opening 


August |, 1943 


HIT AND RUN CORNER 


To the Editor: 

“Business people are rapidly losing the common 
touch. Our cities are losing the common touch when 
they forget their thousands upon thousands of white 
collared workers, their postmen, their firemen, their 
railroad workers, motormen, laborers, janitors and 
scrub women who have helped make the city long 
before the war workers came in. 

“Our business men are grabbing for our war 
workers’ dollars and pushing aside their old cus- 
tomers whose wages are frozen. Certain stores, 
catering to the lower wage brackets, are turning up 
their noses and want only the big dollars from the 
‘Get Rich Quick Plane Builders.’ 

“Thousands of workers have regular and stand- 
ard jobs and are unwilling to give them up for tem- 
porary gain, and whose income has not increased 
one single dime but has been frozen and the level 
is far below what those other men are making. 
These, in reality, are the cream of the nation’s 
crop. They are the common people and will eventu- 
ally have their inning. 

“Was reading an article the other day in the 
Kiwanis magazine about a successful business man 
who when asked what the turning point in his life 
was explained that when promoted to an executive 
position, and it was suggested that he be called 
Mister instead of Bill, his wife insisted that he re- 
fuse the promotion if this was essential and that he 
continue to live on the wrong side of the railroad 
track so that he might keep the common touch.” 

H. N. Fiscn, 
H. J. Justin & Sons 
Fort Worth, Texas. 





doors at ten o’clock in the morning and closing doors 


_ when a certain quota of shoes has been sold. That may 


be all right for stores selling high-priced merchandise 
of a dress nature. But, by and large, stores that serve 
the general public and particularly the work public, 
need to be more tolerant of the new hours of buying time 
available to the public and to war workers. For example, 
when a merchant group gets together and says all stores 
are to close at 6:00 P.M., there is unanimity of approval 
because of store convenience to boss and clerks and 
because of the seller's market position of all of the 
stores in the community. But what of the public and 
particularly the war work public and their available 
shopping hours? If you deny them an opportunity for 
a chance for a choice on shoes, then they have but one 
way out—absenteeism. The woman at war work, or 
the man for that matter, wants shoes and food stuffs and 
wearables and finds all stores closed during their free 
spending hours, so they automatically take a day off. 

Therefore we bring up the subject of store hours’ as 
being part of the stewardship of service that every mer- 
chant must give. If, in your community, war works 
and the public express a preference for Friday night 
shopping, well that’s the night to keep open and render 
service. It may be any other night but that’s a detail 
for you to discover in your own community. 
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SELL SHOES to Trim 


Last year the War Production Board issued an order known 
as L-85 which was designed to conserve material and man 













power by simplifying women’s clothes. Now, a year later, that order 
has been revised to effect still further savings. Maximum measure- 
ments for the “body basic” or untrimmed dress have been estab- 
lished. The amount of trimming permitted has also been very exact- 
ly worked out. The sweep of the skirt and the hipline largely deter- 





Soft fabric bows and ruffles on shoes 
give a soft look to the simpler day- 
time costumes. Although this dress 
is shown being shorn of its ruffles, 
this does not mean that no ruffles 
will be permitted; they will just be 
smaller and less freely used. 
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Limiting the trimming 
on the simple tailored 
dress to two instead of 
four patch pockets and 
one collar instead of 
two, takes away two 
main trimming features 
of this type of 

dress. Shoes, pret--— 
ty with or- 
naments and 
perforations. 
can help 
compensate. 
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mine the amount of trimming allowed. Collars, cuffs, pockets. mad 

peplums, pleatings and other overlapping material are all considered elim: 

to be trimmings. With a limited amount of material permitted to factu 

trim a dress, ruffles cannot be as wide or as lavishly used. The two- ‘ In 

r piece tailored dress cannot have more than two pockets, using no | style 

! more than 42 square inches of material. Double collars and revers can s 
are forbidden. Double-breasted, lined coats and jackets are no A 














Up the New FALL Clothes 


longer allowed. The result is something streamlined, simple and 
attractive in appearance and a big saving of materials and man 
power. Savings of half a yard and more of material in a dress result 


from some of these new restrictions. 


DESIGNERS of women’s clothes have already put these to work and 
the Fall collections of women’s suits, coats and dresses show that 
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The flattering look oj a double- 
breasted jacket has been re- 
placed by the streamlined, 
single-breasted effect. Shoes 
with swagger bows and orna- 
ments and rows of buttons trim 
up the whole costume and keep 
it from looking too plain. 


Shoes Simplified and Rationed, and Dresses, Suits and 
Coats Streamlined According to Government Regula- 
tions .. . That's What the War Has Done to Women's 


Clothes in the Past Year. 


Let's Look at the Picture. 


What Has Actually Happened to Women's Ready-to- 
Wear and How Does It Interest You as a Shoe Man? 


“simplification can be turned into a style” as one well-known dress 
designer has expressed it. In fact, designers have almost unanimously 
agreed that the restrictions are not going to be a hardship. That has 
been true in shoes, too. The first shoes made under M-217 were a 
surprise to everyone; they were even more attractive than the styles 
made without restrictions, because so many fussy novelties had been 
eliminated. As far as style limitations are concerned, shoe manu- 
facturers do not need to feel at all sorry for themselves. 

In fact, more than ever this Fall shoes will be a more important 
Style factor in dressing up the very much simplified costumes. Shoes 
ean still have rosettes and bows and pleatings and buttons and perfora- 

[TURN TO PAGE 71, PLEASE] 
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ty|Mark Men’s Fall Shoes... . 








Opposite — left to right: The 
attractive, popular  split-seam 
moccasin front blucher is per- 
missible with composition sole 
—from Stacy-Adams Co. This 
heavier version with simplified 
forepart retains its attractive- 
ness and salability, though its 
sole, too, is of composition—a 
Florsheim shoe. Two military 
favorites—the two eyelet rag- 
lan blucher with seamless back- 
part and composition sole — 
an American Gentleman shoe 
from Craddock - Terry Shoe 


Corp.; a military blucher ox- 


ford from Walk-Over. 


And, opposite, below—left to 
right: Brown Buffalo calf, a 
high style note for Fall and 
Winter in a British Walker 
Shoe from J. P. Smith Shoe 
Co.; Scotch grain in a conser- 
vative cap blucher oxford from 
Nunn-Bush Shoe Company. A 
two-eyelet low cut blucher in 
Shell Cordovan from Stacy- 
Adams Co. A jodhpur boot in 


tan calfskin from Florsheim. 
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DESPITE the style limitations of M-217 and the undeniable fact 
that our government has helped itself liberally from our stock pile 
of fine shoe materials, manufacturers have been able to give these 
Fall samples the smart salability and practical long wear your cus- 
tomers will seek. And come rain or wet weather these shoes will 
keep them warm and dry. 

Attractively finished, well styled uppers are still to be had. Leather 
soles are lighter in weight, but edge trim and bottom finish have not 
suffered materially. There are composition soles and heel in abun- 
dance, many in black rubber and the remainder in a variety of black 
rubber impregnated felt. These shoes look well and wear well; and 
this Fall your customer will agree that as ever he’s the best shod 
civilian on earth. 


Below — clockwise: Win- 
throp’s Klomp; a _ sturdy 
composition sole makes it 
wearable and durable. Moc- 
casin front blucher in tan 
calf from Walk-Over. A 
hand-sewn moccasin front 
of full grain Maison with 
composition sole and leath- 
er heel — A Jarman Shoe 
from General .Shoe Corp. 


Below — clockwise: A five- 
eyelet blucher in tan cali 
skin from M. A. Packard 
Co. A plain toe blucher 
with butted lacestay and 
seamed quarter in tan grain 
— from Florsheim Shoe 
Company. Brown calf 
blucher in a Walk-Over 
Shoe with plenty of toe 
spring for easy walking. 


Fabrics Courtesy A. D. Juilliard & Co., Inc., New York, N. ¥ 
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If time presses, and you're too busy to plan your advertising appropria- 


tion in great detail, here's a system that will give the answers to the four 


| 4. 


— 
c 


most important questions. A timely aid for the retailer in Fall planning. 














MANy family shoe store operators 
suspect that they are not spending 
their advertising dollars to the best 
advantage. Yet with increased busi- 
ness and more detail work, they find 
little time to line-up an efficient ad- 
vertising budget for Fall. 

Here is a formula which enables 
the operator with an average set of 
ledgers to complete this important 
job in from two to three hours! 
The system provides an enlightening 
analysis of past season expenditures 
and an accurately proportioned 
breakdown of the total Fall 1943 
advertising budget. 
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This system provides the shoe 
store operator with the answers to 
these four questions: 

1. What percentage of the total 
sales should be spent on advertis- 
ing? 

2. What percentage of the total 
advertising budget should be spent 
each month? 

3. How much should be spent on 
each medium—newspaper, windows, 
direct mail, etc? 

4. What amount should be spent 
on each brand or price line featured 
by the store? 

Precise answers to the first three 


questions are determined by draw- 
ing four rough pencil charts, then 
referring to expense records for in- 
formation, and finally applying 
simple arithmetic. 

Step by step procedure for filling 
in these charts is explained under 
each illustration—but the purpose 
and “reason why” of these charts is 
explained here. 

The four charts are worked in 
pairs. One chart is an analysis of 
last season’s expenditures. It serves 
as the basis for filling-in the second 
chart which supplies the answers to 
our questions. 

The first pair of charts (Figures 
| & 2) explain how to arrive at the 
total advertising expenditures, and 
shows what amount of the total ad- 
vertising budget should be spent 
each month. 


THE sample figures used in this 
explanation are based on an adver- 
tising budget amounting to 3 per 
cent of the sales. Authorities on fam- 
ily shoe store operation agree that 3 
per cent of the total sales volume 
should be spent to publicize the aver- 
age established shoe store. In some 
instances, more is advisable. It is 
seldom possible to maintain a con- 
sistent program in the most impor- 
tant media on a lesser amount. 

With 3 per cent of the total sales 
decided upon, we can readily obtain 
the total advertising budget for the 
season in dollars and cents, and 
divide this total into efficient month- 
ly expenditures by filling in Figures 
1 & 2. (See explanations under 
charts for details.) 

The third question, “How much 
should be spent on each medium?” 
requires more than simple arith- 

[TURN TO PAGE 73, PLEASE] 
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Right. Clockwise, beginning lower 
left: Cozy all-wool scuff with fabric 
sole from Wellco. Hand-sewn and 
beaded Indian moccasin from Tru- 
Stitch. Brushed rayon, padded sole 
slipper from Fourels. Eighty per 
cent wool in “Panda Cloth” slipper 
from Swan. Below: “Caliente Boot” 
in satin and “Pola Suede” from 
Daniel Green. Dainty d’Orsay on 
padded sole from Middletown. Pretty 


satin mule from Jerro. 


NOBODY needs to be sold on house 
slippers this year. You know that 
all too well with merchants clamor- 
ing for all—and more—than the 
manufacturers can supply and con- 
sumers creating this demand. There 
are a number of good reasons why 
the popularity of the house slipper 
is growing by leaps and bounds. 
First of all, house slippers are ra- 
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House Slipp 















tion-free. Second, light, soft and 
pretty, they are a welcome change 
from working and street shoes. 
Third, they conserve precious ra- 
tioned footwear. Fourth, they are an 
outlet for some of the new dollars 
burning in the pockets of women at 
work on war jobs and in offices; 
women, in many cases, replacing 
men. 





ers Do Their Bit 


On the HOME FRONT 










Every year more variety appears 
in house slippers. This year these 
different styles and types are all 
available. There are lined slippers 
and booties and woolly scuffs and 
slippers for cold weather. Last Win- 
ter’s experience with under-heated 
houses has increased the demand for 
And there are 


slippers in sturdy materials, prac- 


these warm shoes. 


tical for all-day house wear, thus 
conserving rationed street shoes. 
Last of all, there are the pretty, 
dressy types in light and dark colors, 
suitable to wear with dainty neg- 
ligées or hostess gowns. 

The best part of the slipper story 
is that these unrationed shoes give 
you a chance to do some of the extra 
pair business you have been used to 
and also provide pretty, colorful 
merchandise to trim up your coun- 
ter and window displays. Pretty in 
themselves, they also suggest themes 
for backgrounds with plenty of 
human interest. 
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Offering Comfort to Work-Weary Feet and Helping to Conserve 


Street Shoes Are Two Ways in Which House Slippers Are Aiding 
Uncle Sam's Fight for Freedom. More and More a Year ‘Round 


Business, House Slippers Are Now Outselling Last Year's High Figures 





by 
ELEANOR RUTLEDGE : 


Clockwise, begin- 
lower left: “Harle- 
* slipon in print from 
Warm spun rayon 

with padded sole 

Riviera. Attractive 

ed hostess slipper 
la Marquise. 


gowns are short 
wrm for the coming 
months. Padded quilt- 
‘pes will be popular 
this year and lined 
booties are the per- 
‘«companiment to them. 
ties and gowns 

ble in a range of 
boudoir colors. 





“Now See What the Shoe Industry 





RECORDER POL 


: STANDARDIZATION as a s0- 
cializing idea, as much as a war conservation idea, is 
still with us despite the fact that OPA couldn’t get appro- 
priations to continue the work. Just as sure as shootin’ 
it will pop up in some other departments in Washing- 
ton and will necessitate a challenge, by opinion and 
fact, as to its need even during the war, much less as a 
social objective following the war. We can see the 
logic of standardization of nuts and bolts and things 
that lend themselves to repetitive production with effi- 
ciency and economy. But we can’t see War Model 
Shoes nor standardization, nor pricing to grade levels, 
nor unnecessary and unwarranted regulation serving no 
other purpose than to standardize human beings 
through their apparel. 

So we thereupon asked for a Boot AND SHOE 
RECORDER poll of the simplifications that have already 
taken place because of adherence to M-217 and all of 
its amendments. We asked these two questions: (1) 
“Total Number of Styles — on September 
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1, 1942 (just prior to M-217). (2) Present Number 
of Styles Manufactured on June 15, 1943 (following 
the most recent amendment of June 15, 1943). In other 
words, we wanted a true measuring stick of the shoe 
industry’s cooperation in the war effort. 

We endeavored to get a complete roster of the shoe 
manufacturing industry to reveal its evidences of effec- 
tive voluntary restraint. Not every manufacturer an- 
swered the questionnaire; some returned it unsigned 
and several of the big operators said: “The complete 
Task Committee Report covered the subject of sim- 
plification” as far as they were concerned. One of the 
largest operators, 45,000 pair daily in men’s and boys’ 
shoes, couldn’t qualify for listing because “comparison 
points were different for his original Spring, 1942, line 
of 175 styles compared with June, 1943, figures of 69 
styles—a reduction of 106 styles or 60% per cent.” 
Well, that’s to be expected, too, in this country of free 
decision, free enterprise and freedom “to do nothing.” 

The important thing, after all, was to present a few 
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as Done to Aid the War Effort” 
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SIMPLIFICATION 


by ARTHUR D. ANDERSON 
Editor 


The Shoe Industry Has Reduced Styling under M-217 Making Any 
“War-Model” Plan Unnecessary, Wasteful and Un-American 


facts for men in authority to examine, that might indi- 
cate that the rank and file, the little men as well as 
the big men within the shoe industry, were voluntarily 
cutting down on the types of shoes that represented less 
wear and more workmanship. 


Today’s concentration is to give the public an 
adequate number of satisfactory foot coverings 
on a war basis. The term “styles” does not mean 
“fashions”—but rather “items”’ in a balanced 
factory production. Diversity is often economy! 
Remember new styling went out of shoes the min- 
ute M-217 became effective (September 10, 
1942), and shoes became the one apparel indus- 
try curtailed to old styles within the limits of the 
factory line—a very significant restraint for 
economy of manpower, patterns, lasts, etc., etc. 
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We think this report, and particularly the list of fac- 
tories and their actual style reductions are proof enough 
that simplification is and will be accomplished by the 
shoe manufacturing and shoe retailing industry without 
the need for government regulation through basic styles 
of war models and their inevitable staleness and stand- 
ardization. 

Officially, in behalf of the industry, the Task Force 
Committee, appointed by the WPB, submitted to the 
leather and shoe branch of WPB, on June’7, 1943,-a 
report stating: 

“Paragraph 7—Shoe manufacturers representing ap- 
proximately 52 per cent of shoe production in this country 
recently reported an average reduction of 57 per cent in 


number of shoe styles compared with styles prior to 
September 10, 1942, when M-217 and amendments became 














“Now, See What the Shoe Industry Has Done 
TO AID THE WAR EFFORT” 









































Every shoe store in America can do as much! 
The Hanover Shoe Store at 1343 F Street, N. W., 
Washington, D. C.—a block away from the 
U. S. Treasury Building, in the heart of ‘Washing- 
ton, presents these two windows as the shoe 
industry's answer to simplification. A page ad- 
vertisement in the Washington Post gives the 
retailer's viewpoint on this great issue as to 
whether or no we are to have regulated War 
Model styling or voluntary, practical, industrial 
simplification. Here's the text: 

"In 1942 the War Production Board's Order 
M-217 placed drastic wartime restrictions on 
shoe manufacturers. We in the shoe industry 
neded the fabled Seven League Boots to do the 
job—BUT IT HAS BEEN DONE! The Hanover 
Shoe's record is typical of what the entire in- 
dustry has done to aid the war effort. For 
example: 


SEE WHAT THE SHOE INDUSTRY HAS 
ALREADY DONE 


"Twelve months ago there were |13 different 
styles of Hanover Shoes for men. 

"Today there are 47 styles in Hanover's com- 
plete line. 

“Twelve months ago there were many two-tone 
sport styles. 

“Today these sports styles are eliminated. 


“Twelve months ago wing tip styles—woven 
vamp styles were featured. 


"Today these fancy patterns are forbidden. 
* * * 





WINDOWS THAT TELL A WARTIME SHOE STORY 
(see photos on pages 42 and 43) 


“Twelve months ago we offered Hanover 
Shoes in many shades and color combinations. 

"Today Hanovers come in two colors only— 
Army brown and black. 

“Twelve months ago golf shoes with metal 
spikes could be had for the asking. 

"Today golfers must get along with what they 
have. 

"This willingness on the part of the whole shoe 
industry to cooperate fully and unselfishly with 
the War Production Board is making its impact 
felt. Tons of vital leather have been saved— 
much needed dyes, metals, crude rubber, tex- 
tiles and other critical materials have been di- 
verted to war uses. Immeasurable productive 
man-power has been conserved. The shoe in- 
dustry and the Government have made our 
armed forces the best shod fighting men in the 
world. 

"SEE THESE WINDOWS! They are an as- 
tonishing demonstration of achievement. A com- 
plete picture of BEFORE and AFTER restricting 
Order M-217. At our 1343 F St. Store. 

“EQUALLY IMPORTANT—These restrictions 
have taken from civilians nothing that reaily 
matters. Frills have gone—solid value remains. 
Hanover still gives you good, sturdy leather for 
enduring wear—the same high grade of crafts- 
manship. These 1943 styles more than meet 
every requirement of long wear and good dress. 

"The Hanover name has long stood for in- 
tegrity and value. We are still proud to put that 
name on the shoes we offer today." 


* * * 












effective. Also estimated saving in man-hours per 1,000 


made in 1943 numbered 10,487. The percentage 








pairs, under provisions of M-217, range from 2.4 per cent, of drop from 1942 to 1943 represented 61.4%. 
to 25 per cent, or from 5 man-hours to 1,000 man-hours The average number of styles per manufacturer L 
























per 1,000 pairs of shoes. Estimated savings in upper - R 
leather per 1,000 pairs are reported in varying percentages in °42 was 75 and the average number of styles Ci 
up to a maximum of 30 per cent. In terms of feet per per manufacturer in "43 was 29. . 
_ ase segs we in upper leather from There you have, in a nutshell, the record of the shoe : 
“Paragraph 11—In addition to reduction in number of industry, independently arrived « and verified by pub- 
styles and increasing production of so-called War Model lication of names herewith . . . which reminds us of a = 
shoes brought about through the WPB program, other story: Ds 
styles will automatically be eliminated by shoe manufac- . Sr 
turers beyond those required under Order M-217 because “Many years ago a medieval village in France decided B. 
of the inability to obtain various findings and materials to hold a feast. To insure its success a huge cask was Al 
for such manufacture.” built, into which all participating were asked to pour a a 
Eran bottle of wine. ‘If I fill my bottle with water,’ thought at 
The BOOT AND SHOE RECORDER, in its one, ‘and empty it into the barrel with the others, it will Fi 
open poll, not only verifies the report of the Task not be noticed.” The big day arrived, and when all the & 
Committee but shows that since the Committee’s villagers had assembled, the great cask was tapped, but o 
investigations that even further reduction has only water flowed forth. Every one of the villagers had Bt 
been accomplished. The appended list of manu- ee cc agryhnae rae espe <* : ~ 
facturers made a total number of styles in 1942 We point the parallel to the story that it is obvious + 
Ch 


numbering 27,153. The total number of styles that the big concerns in the industry, being subject to 


“ Boot and Shoe Recorder A 











le 





ed 
as 

a 
ht 
ill 
he 
ut 
ad 


vious 
ct to 


order 





all the checking, investigation and auditing, do comply 
with regulations and restrictions. But the general im- 
pression is that smaller concerns “fill their bottles with 
water” because their “bit won’t be missed” and may, 
by that token, squeeze by without compliance and 
cooperation . .. if you get what I mean. Here we show 
that both large and small accepted the spirit of sim- 
plification as well as the letter of the M-217 law. 


BUT mark you well, this shoe industry is one of the 
most competitive as well as most useful servants of the 
American public which brings its individual feet to a 
shoe store for a fitting. Feet are not standardized or 
“war modeled” as to width and length but so diversified 
in size, shape and feeling that they need a great number 
of types and shapes and proportions in footwear and 
can be served with none other if Americans are to be 
physically fit. It is not concentrated manufacture either 
—but wide-flung into 41 states—and distributed 
through 125,000 places of retail. 

Our well considered conclusions, gleaned from the 
letters accompanying the answers to the Boor AND 
SHOE REcorpeR poll, give us perhaps the best answer: 
“The real scarcity is TIME.” We save it by careful 
frugality all along the line. ; 

We can sum up all the others in one short sentence 
We must not lose sight of the fact that under our present 
system of voluntary cooperation with the government, 





we endeavor to use as much as possible existing equip- 
ment. We haven't the materials nor the manpower nor 
the money to waste in patterns and dies for a stand- 
ardization program; and must do the best we can with 
what we've got. We maintain reasonable production 
for the range of lasts owned. 

The point the Boot anp SHoe RecorDER wants to 
emphasize and reemphasize is that under the operation 
of M-217 of September 10, 1942, and its amendments 
of February 13, April 9 and June 15, 1943—has re- 
strained and restricted styling to the point where prac- 
tically every shoe manufacturer in America has walked 
down the line of producing voluntarily his own War 
Models to the limits necessary to give foot comfort and 
foot efficiency to 133,950,000 pairs of feet. And the 
work of style reduction is still going on because of the 
great desire of these patriotic servants of the public to 
conserve materials and manpower to the end that the 
war may be ended more quickly, more decisively and 
with less loss in lives and property. 

“It is no easy task to lead men, but it is easy enough 
to drive them.” The voluntary leadership of industry 
may be the slow and sure way, but it is the only true 
effective way. The shoe industry can be driven into 
regulation through “War Models,” but it won't serve 
the purpose intended—conservation. Complex human- 
ity is well served by the existing footwear—it would be 
ill-served by standardized footwear. 


ROSTER OF STYLE REDUCTIONS 


Total number of styles manufactured on September 1, 1942 
Total number of styles manufactured on June 15, 1943 








Styles Styles 
Name City and State 1942 1943 
I. Miller & Sons, Inc....... Long Island City, N. Y... 184 40 
Rosenberg Bros. Slipper Co...So0. Norwalk, Conn. .... s a 
= Oe are” San Francisco .......... 26 14 
Tweedie Footwear Corp. ..... Jefferson City, Mo....... 137 60 
Makela & Sons Shoe Mfg. Co.. Fort Bragg, Cal......... 2 1 
Daly Bros. Shoe Co. ........ Boston, Mass. ........... 65 40 
General Shoe Corp. ......... Nashville (Men's dress).. 191 133 
Nashville (Boys’ dress). . 33 17 
Nashville (Men's work). . 84 56 
Bourbeuse Shoe Company ....Union, Mo..............- 60 25 
Western Boot Co. ............ BUGGER, BI. coccscccese 39 1 
Dauphin Shoe Co. ........... Harrisburg, Pa. ......... 110 12 
Spalsbury Steis Deevers Shoe 
SP be tins thie dete dee eaewen Fredericktown, Mo....... 70 17 
Boyd Ph Pe, ect ceceeneed Se Eisen scccccces 197 109 
Albert Shoe Co. ............. Middleboro, Mass......... 15 3 
James Shoe Mfg. Co. ........ Milwaukee, Wis. ........ 110 62 
ATL .cvehiiney ohéntepaeed Pasadena, Cal. ......... 46 16 
Simplex Shoe Mfg. Co. .. Milwaukee, Wie......... 1200 207 
Five Star Shoe Co. .. .. Long Island City, N. Y.. 42 18 
Hillsboro Shoe Co. .......... Manchester, N. H 9 5 
Geo. W. Hubler Shoe Co. .... Auburn, Pa. 48 16 
C. & C. Shoe Mfg. Co. ...... Framingham, x 2 
Buffalo Shoe Mfg. Co. ....... Ph. Ca ccbhesdesee 4 2 
TE <isvecccanchena SE Ec cnccccdee’ 112 18 
Stanley Turn Shoe Co. ...... Salem, Mass............. 10 5 
OY Se eee Los Angeles, Cal......... 14 . 
Edmar Footwear Co. ........ Putnam, Conn........... 26 x 
Charles Cushman Co. ........ Re, TEA seccecececs 257 85 
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Styles Styles 
1943 





Name City and State 1942 

Wood & Smith Shoe Co. ..... Auburn, Me. .......++-- 75 18 
Skow Moccasin Co. ...... . Skowhegan, Me. .......- 5 2 
— & Ball Shoe Mfg. 

nh asbatbaneneeséesoetes Baltimore, Md. ......... 40 25 
D. ri Bes OD sccavveosen Beverly, Mass..........+ 3 3 
Milson’s Shoe Co. ........... Beverly, Mass...........- 4 3 
BeD GSO GO. cocccscivccesses roston, Mass. ........... 46 4 
Kenmore Shoe Co. ........... Boston, Mass. ..........-- 2 1 
John Foote Shoe Co. ......... Brockton, Mass.........- 120 40 
Geo. F. Carlecon & Co. ...... Haverhill, Mass.......... 186 23 
Howard Shoe Co. ............ Haverhill, Mass.......... 22 4 
Kramer Shoe Co. ........... Haverhill, Mass.......... 14 6 
Laird Schober & Co. ..... ...Haverhill, Mass.......... 38 15 
Lazzaro Shoe Co. ........... Haverhill, Mass.......... 3 3 
Stein-Sulkis Shoe Co. ........ Haverhill, Mass.......... 24 4 
Stephen Shoe Co. ............ Haverhill, Mass.......... 9 4 
Vinecour Shoe Co. ........... Haverhill, Mass.......... 25 6 
Gregory & Read Co. ......... Lynn, Mass..........+++- 58 $1 
Shelburne Shoe, Inc. ......... Lamm, Mass... ..scccscees 7 2 
Sherman ay ag Ti cKadanre Ramet Bellic: ck esoeegess 12 5 
Smith Shoe Co. ..........++. Lynn, Mass..........+++> 10 3 
Horn & — 4 Bhoe Co. ..... Natick, Mass...........-- 12 12 
Libby Shoe Co. ..........+++ Salem, Pe pererre 23 4 
L. B. Evans wl ae . Wakefield, Mass.......... 200 24 
Heywood Boot & Shoe Co. . Worcester, Mass. 120 80 
Manning Gibbs Shoe Co. . Worcester, Mass. ide 4 ae 24 
Sport Specialty Shoemakers. . St. Lowis, Mo...........- 41 22 
The Dehner Co. .......6.++55 Omaha, Neb. ..........- 14 7 
Farmington Shoe Mfg. Co. ... Dover, N. H...........+- 57 16 


[CONTINU ED ON PAGE 46] 














ROSTER OF STYLE REDUCTIONS 


Total number of styles manufactured on September 1, 1942 
Total number of styles manufactured on June 15, 1943 


Name 


H. O. Rondeau Shoe Co. 
Roberts-Hart, Inc. 
Sibulkin Shoe Co. 
Paramount Slipper Co. 
Fashion Footwear, Inc. 
Paterson Footwear .......... 
Phoenix Slipper Co. 
Sterling Shoe Co., Inc. 

P. W. Minor & Son .. 
Gotham Shoe Company 





City and State 


Farmington, N. H........ 
Keene, N. 
Manchester, N. H........ 
GEE Bee Docccccccccee 
North Bergen, N. J..... 
Paterson, J 

Union City, N. , ey 
Auburn, N. Y 


. Batavia, N. Y........ 


Binghamton, N. 


Truitt — TS weccesdocoea Binghamton, N. Y....... 
SE MA. nie dnd cancataces DM, Mish cedsedenes 
Ace mg Sandal Mfg. Co.. Brooklyn, N. Y......... 
Grossman Shoes, Inc. ....... Brooklyn, N. Y.........- 
Howard Footwear, Inc. ...... Brooklyn, N. Y.......... 
Mercury Footwear ........... Brooklyn, N. Y.......... 
Blum Shoe Mfg. Co. ........ DP Mi.  Bocecaceoe 
Newport Footwear Corp. ..... Newport, N. Y........... 
The Cordovan Corp. ......... New York City......... 
Cornelia Footwear Mfg. Co. ..New York City......... 
Edouard Custom Shoes, Inc. ..New York City......... 
Formfitting Slipper Corp. ...New York City......... 
Fox Shoe Mfg. Corp. ........ New York City......... 
Playette Footwear Corp. ..... New York City......... 
Recordia Mfg. Co. .......... New York City......... 
Springstep, Inc. ............. New York City........ 
Tailorcraft Shoe Co., Inc. ...New York City......... 
Waverly Shoes, Inc. ....... -New York City......... 
Tiny Tot Shoe yal neake Rochester, N. Y......... 
West Coast Shoe Co. ........ Scappoose, Ore........... 
Columbia Novelty Dipper GE Se, Bite scccecccocs 


North Lebanon Shoe Factory. 
Windsor Shoe Co., Inc. 





eS eee 
Littlestown, Pa.......... 





The Kepner Scott Shee Co. .. Orwigsburg, Pa.......... 
Modern Shoe Mfg. Co. ...... Philadelphia, Pa 
Weis MIITIRS ve cccccccccce Williamsport, Pa.. 
Lucille Footwear Co. ........ Williamsport, Pa......... 
Frederick Speier Footwear ... Norwalk, Conn........... 
Surwalk Baby Shoe Co. ..... Seep 
Metropolitan Shoemakers, oy Sa 
Belleville Shoe Mfg. Co. ..... Belleville, Ill............. 
J. P. Smith Shoe Co. ....... SE Min Sedceccevees 
Mishawaka Rubber & Woolen 

DG csndinwiecersv ones Mishawaka, Ind.......... 
Standard Shoe Making Co. yf MU 0 cc ceaccedé 
Wheaton Shoe Co. .......... Cambridge, Mass......... 
E. T. Wright & Co. ......... Rockland, Mass.......... 
Moulton Bartley, Inc. ........ WN on o's ke ode 
Middletown Footwear, Inc. .., Middletown, N. Y 
SD, MMM, 55 on Ki cnegethc oh ew York City..... 
Walkin Shoe Co. ............ Schuylkill Haven, Pa.... 
Schawe-Gerwin Co. .......... Cincinnati, Ohio......... 
P. Sullivan Shoe Co. ....... Cincinnati, Ohio......... 
H. C. Godman Co. ........... Columbus, Ohio.......... 
Ferndale Shoe Co. ........... I ng cc cccnc cn 
L. E. Beaudin pase Co. SS eae 
Krater Shoe Co. ............ Orwigsburg, Pa.......... 
‘Allen AB "Shoe Corp, ... Belgium, Wis............ 
einen con ieuian Pittsfield, N. H......... 
St. Louis Mfg. Corp. ........ New Athens, Ill......... 
Juvenile Shoe Corp. ......... Enc cccasccseece 
Selwyn Shoe Co. ............ Boonville, Mo............ 
Gilbert Shoe Co. ............ Thiensville, Wis.......... 
Geo. B. Metth Co. ......0000. Brockton, Mass.......... 
Sewanee Shoe Co. ........... Cowan, Tenn............ 
Welico Shoe Ceevevation .. Waynesville, N. C........ 
C. H. Hyer & Sons .......... Olathe, Kansas.......... 

Jefferson City, Mo........ 


Parker Boot & SShee Mfz. Co.. 
Rovick Theatrical Shoe Co. . 
Vincent Horwitz Co. ........ 
Paramount Shoe Mfg. Co. 
Gerberich Payne Shoe Co. . 
The A. S. Kreider & Son ... 
Standard Footwear, Inc. ..... 
Triple Novelty Footwear Co. 


a Celcom, mh 
,, st. a 


Altoona, Pa 


Passaic, 'N. J 





Eby Shoe Corp. ............. phrata, Pa. 
Irving Shoe Co. ............. Chicago, Ill 
Western Slipper ats. Co. Chicago, Ill 
Leverenz Shoe Co. .......... Sheboygan, Wis 
Manistee Shoe Mite. Ca. . Manistee, Mich 
PF. F. Ghee Co. ......... .. Chippewa Falls, Wis..... 
Nocona Boot Co., Inc. ...... Nocona, Texas........... 
O'Donnell Shoe Co. ......... Humboldt. Tenn.......... 
Westex Boot & Shoe Co. ..... Wichita Falls, Texas..... 

ee ee Rochester, N. Y......... 
Cobblers, Inc. ........... ...Los Angeles, Cal......... 
Fatousis Shoe Co. .......... North Abington, Mass... 
Medwed Footwear ........... Bangor, Maine 

.. Avon, Mass...... 








Doyle Brockton, Mass 
Field & Flint Co. Se aS Fe * Brockton, Mass. 
Diamond Shoe Corp. ......... Marlboro, Mass 
Milford Shoe Co. ............ Milford, Mass........... 
George od bdgwecdssee Worcester, Mass......... 


Sullivan Baby “a > Mite. “Co. 
Norrwock Shoe C 


4 


. Brooklyn, N. Y.......... 
Leer tee nT idaesvew es 
Norridgewock, Maine .... 
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Styles Styles 


1942 





Name City and State 
W. L. Douglas Shoe Co. ..... Brockton, Mass.......... 157 
Mayville Shoe Shop .........Mayville, Wis............ 50 
H. J. Justin & Sons, Inc. ... Forth Worth, Texas..... 168 
C. H. Hyer & Sons ......... Olathe, Kans............. 70 
Black River Shoe Co. ....... Poplar Bluff, Mo......... 60 
Darling Baby Shoe Co. ..... St. Louis, aoe Lemneeesde ts 6 
Royce Baby Shoe Company .. Boston, Mass............ 
Chippewa Shoe Mfg. Co. ... . Chippewa Palisa, Wis..... 114 
J. Landis Shoe Co. ......... DUE: Biles cteccccecce 
Beets Tee. Gee ccvcccececces Minneapolis, Minn. ...... 121 
Marvel Slipper Co. .......... Be. ROMER, Teiccccccccecs 
Barrett Shoe Co. Div. Gen- 

eral Shoe Corp. ...... ...- Frankfort, Ky........... 200 
Shoe Craft, Inc. ..........:. Milwaukee, Wis.......... 51 
True Quality Shoe Co. ....... Rochester, 4, N. Y....... 7 
ssebrasca rrison Industries .. Lincoln, Neb............. 
Kirkendall Boot Co. ......... CE, ~Mcecscctconcs 112 
Air Kushen Shoes ....... ...Cineinnati, Ohio......... 12 
The United States Shoe Corp..Cincinnati, Ohio......... 110 
Pied Piper Shoe Co. ......... Wausau, Wis. ........... 185 
Ettelbrick Shoe Co. .......... E.G cicccedecce 35 
Goodwill Shoe Co. .......... Holliston, Mass.,........ 64 
Perry-Norvell Co. ........... Huntington, W. Va....... 62 
Union Shoe Mfg. Co. ........ Sheboygan, Wis.......... 46 
General Shoe Corp., Ga. 

BG. cowcsecescccoce - Radamte, Ga... ccccceccess 85 
Sawyer Moccasin Co. ........ Bangor, Maine..........- 10 
Huiskamp Bros. Co. ......... Keokuk, lIowa........... 56 
Somerset Shoe Co. ........... Skowhegan, Maine ...... 48 
Aitman Bros. Shoe Mfg. “o..Cincinnati, Ohio......... 100 
Connolly Shoe Co. ........... Stillwater, Minn. ........ 94 
Modern Shoe Mfg. Co. ....... 

Wolverine Shoe & Tanning Milwaukee, Wis.......... 16 

Me eenauansccsesecsees Rockford, Mich.......... 68 
Grinnell Shoe Co. ........... Grinnell, Iowa..........- 63 
> Ot “ner Oconto, Wis............. 
Craddock-Terry Shoe Corp. .. Lynchburg, Va..........- 708 
Hamilton Scheu & Walsh ....St. Louis, Mo.........-. 378 
Daley Moccasins Co. ........ Port Covington, = & 16 
Norma Footwear ............ Brooklyn, Weébvdonses 33 
B-W Footwear Co., Inc. . Webster, Mass. .......... 25 
Lancaster Shoe Co. ......... Elizabethtown, Pa. ...... 120 
Barr & Bloomfield Shoe —_ 

Gy. chectatanesasesc cece . Seabrook, N. Y........-. 12 
Ga-By Shoe Mfg. Corp. ...... New York, N. Y.......-- 8 
Herron Play Shoe Co., Inc. ..Jamaica Plain, Mass 11 
Nashua Slipper Co. ......... Lowell, Mass........... 12 
F. J. Stahmer Shoe Co. ..... Davenport, Iowa......... 9 
True Value Slipper & ‘Sandal. New York, N. Y........- 13 
Freeman Shoe Corp. ........ PE. “Bbc scr es ccvscce 300 
The Miller Shoe Co. ......... Cincinnati, Ohio......... 65 
M. G. Grundman ....... .... Vineennes, Ind........... 6 
Debutante Footwear ... ..... New York, N. Y........ 40 
Sidney Goldberg ............. Hackensack, N. J....... 200 
Kane Dunham & Kraus, Inc...Washington, Mo......... 149 
Huth & James Shoe Co....... Milwaukee, Wis.......... 259 
Teeple Shoe Co.............. Waupun, Wis..........-- 16 
The Hagerstown Shoe & Leg- 

SE UR na doh 40 btskbe dee es Hagerstown, Md......... 280 
The Walker T. Dickerson Co..Columbus, Ohio.......... 170 
A. H. Weinbrenner Co..... Milwaukee, Wis.......... 287 
Dixon Bartlett Co...........- Baltimore, Md........... 142 
Little Falls Felt Shoe Co.... Little Falls, N. Y........ 134 
Willits Shoe Co............... DE, BRoccccccccssess 30 
Ss ccc cenecten tes Webster, Mass 95 
SE a wcacsceced Baltimore, 42 
Nunn-Bush Shoe Co........ . - Milwaukee, 110 
Edgerton Shoe Co............ Milwaukee, 112 
Howard S. Rue & Sons....... Philadelphia, Pa......... 25 
Ideal Shoe Mfg. Co........... Milwaukee, Wis.......... 216 
Brown Shoe Company........ St. Louis, Mo..........-. 1571 
The G. Edwin Smith Shoe) 

Co. & The Nisley Co..... § Columbus, Ohio.......... 37 
TOS ctccectetibeceteesis oCienme, Tih. cccccccccces 29 
The Krippendorf-Dittmann CoCincinnati, Ohio......... 44 
Juvenile Shoe Corp........... St. Louis, Mo........... 100 
Dunn McCarthy, Inc.......... Auburn, N. Y.........--- 290 
La Marquise Footwear.......New York, N. Y........- 20 
6 on oecnbneon Cambridge, Mass......... 300 
Gale Shoe Mfg. Co............ No. Adams, Mass........ 117 
Melrose Slipper Co., Inc...... Little Falls, N. Y....... 12 
Brockton Boot & Shoe Co..... Brockton, Mass. ........-. 98 
TTI “F San Francisco, Cal....... 27 
eee ee ..Haverhill, Mass.......... 40 
H. C. Stillman Shoe Co....... Lawrence, Mass.......... 24 
Belmont Shoe Co............. Lynn, Mass..........-+++ 1 
Cannon Shoe Company....... McSherrystown, Pa....... 47 
Saco-Moc Shoe Corp.......... Portland, Maine......... 20 
DGD i acd¢0e8ene0séeeeuh Lynn, Mass...........--- 9 
Newton Elkin Shoe Co....... Philadelphia, Pa......... 194 
S. Waterbury & Son Co..... . Brooklyn, N. Y........-- 20 
Trimfoot Company........... Farmington, Mo......... 15 
Acme Shoe Mfg. Co., Inc..... Clarksville, Tenn......... 168 
Sandal Craft, Inc............ Okawille, IlL............ 4 
The Julian and Kokenge Co...Columbus, Ohio.......... 250 


(TURN TO PAGE 74, PLEASB] 
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OTHER PEOPLE’S IDEAS 


Children’s Shoe Information 


The Kinney Shoe Store in St. Paul, 
Minn., advocates to parents that 
they continue to have regular fitting 
of children’s shoes as they did previ- 
ous to shoe rationing. It was discov- 
ered that too many parents were buy- 
ing shoes for their children in larger 
sizes lest they be out-grown too soon. 

The Kinney store points out that 
careful fitters have always allowed 
in a measure for growth, giving an 
ample, easy fitting, to all children’s 
shoes, that if shoes are worn in too 
large a size, an awkwardness of step 
results, which has a tendency to wear 
the shoe out more rapidly and this 
defeats the purpose for which the 
larger shoe was secured. 

The store stresses quality in chil- 
dren’s shoes to enable them to get 
through with the alloted pairs. How- 
ever, it points out that children as 
well as workers may, if it can be 
preved necessary, obtain permission 
from the shoe ration board to get 
extra shoes with an extra coupon that 
will be provided. 

This knowledge satisfies parents 
with correct fittings for the foot at 
its present state of development, and 
is of benefit to the child, saving him 
from foot trouble which might develop 
if fitted with a shoe much too large. 
This, the Kinney company feels, is 
of utmost importance. 

> 7 * 

“A happy-go-lucky,  city-country 
casual to wear with all your daytime 
things! Slip into it and 
wriggle your toes (as you would in 
an Indian moccasin) and SEE 

. you have the youngest looking 
feet in town!”—Lane Bryant, Balti- 
more, Md. 

* * * 


Stores Use Number System 


In order to solve the problem of 
sales force shortage, Nordstrom’s 
Shoe Store, and the shoe department 
of the Bon Marche, in Seattle, have 
been using the “number system.” 

As each customer comes in he is 
given a number by the floorman. Con- 
fusion and delay is thus avoided, and 
the customer is more relaxed when 
he purchases his shoes. 
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The plan is much more satisfactory 
than the previous one tried out by 
Nordstrom’s whereby the customer sat 
in a numbered chair. 

* * * 


Retail Store Shines Shoes 


A shoe shining stand in Flor- 
sheim’s Shoe Store, Philadelphia, re- 
ports a source of added income. 
Nearly every customer that buys a 
pair of shoes is a customer all over 
again when he is asked if he wouldn’t 
like to have his own shoes shined. 
Many people who come into the store 
only for shines eventually become 
store customers; thus the shine stand 


is of double value. 
+ 7 7 


“Put your Best Foot FORWARD 
this Summer”’—Hughes & Hatcher, 
Detroit, Mich. 

* * x 


“Stretches” Limited Stocks 


By keeping its stock of blue and 
white, and brown and white pumps 
out of sight and unadvertised, a cer- 








HELP US TO 
HELP YOU 


Now that the hectic days of Stamp No. |7 are 
only a memory, and in view of the confusion 
caused by “mass shopping” we feel that a rep- 
etition of such an occurance, which we know 
was distasteful, not only to the buying public, 
but ourselves, can be avoided in the future, 
provided proper precautions are taken now 
With this thought in mind, we would suggest 
that those needing shoes make purchases when 
the occasion arises, and not wait until the last 
minute to negotiate the Ration Stamp. ‘ 
Orderly shopping not only affords the customer 
more satisfactory results, but facilitates dis- 
pensing merchandise on our our part. ..1t must 
be clear to everyone who buys shoes that time 
is required to give a proper fitting and it is 
equally clear, that during rush periods, this is 
utterly impossible 

Therefore. in the interest of orderly shopping. as 
well as in the matter of properly fitting and 
Satisfying customers, it is to the advantage of 
every patrom-to cooperate and avoid congestion 
as far as possible 

We need not tell you how important it is to 
buy only when the need occurs, because of the 
shortage in shoes, nor to i ess upon you the 
S as they fit 
better and wear longer —Your cooperation may 
enable us to continue to supply you with good 
shoes during these difficult times 


Fred Staudaher 
YOUR SHOEMAN 











This ad, by Staudaher's in Bozeman, 
Montana, is the type of educational 
advertising which will help te avoid 
buying rushes immediately preceding 
expiration date of Coupon 18. More 
ads of this type, featured early 
enough, would prove extremely valu- 
able in promoting sensible buying. 


tain shoe department is “stretching” 
its limited stock of these items to 
cover special requests made by regu- 
lar purchasers of this type of shoe. 

The department also makes no pro- 
motion of play shoes, either in adver- 
tising or window display. (Just once 
since rationing have these shoes been 
displayed in windows.) In this way, 
these non-rationed shoes are being 
made to last as long as possible, for 
they are good items to bring custom- 
ers into the store, where they may see 
other stock. 

Sales of regular stock are high and 
are increasing steadily. 

* * * 


Customers Like Self-Service 


Self-service is offered customers for 
play shoes in the Budget Shop of a 
Mid-West department store, if they 
wish it. 

The play shoes are displayed on 
several counters and other display 
units at the front of the department. 
All are plainly marked as to size. 
Comfortable chairs at the rear of the 
displays encourage customers to sit 
down and try on the shoes they have 
selected. 

It has been found that many cus- 
tomers like to try on several pairs of 
these cheaper shoes, taking their time 
to decide which they consider look the 
best on their feet. In case they need 
help, sales persons are there to assist 
them. If they desire something that 
is not on display or have difficulty in 
getting the correct size, salespeople 
bring stock from the stockrooms. 

The customer does not need to 
serve herself unless she wishes. But 
sinec many like to do this, it is a 
labor-saver, for one clerk may take 
care of several customers. 

The self-service applies only to play 
shoes. The better shoes of the section 
are fitted, and no safety shoe is per- 
mitted to leave the shop without a very 
careful fitting by expert fitters. 


i a 


“Scarce as a second cup of coffee 

. Precious as nylons Spec- 

tators..°—The Grand, Milwaukee, 
Wis. 








SPELMAN 
CIVILIAN SHOE 
SECTION CHIEF 


Manager of Darex Division of Dewey and 
Almy Chemical Company to Head Shoe 


and Leather Products Branch of the 


Office of Civilian Requirements, under 


United States War Production Board. 


NEWS of the appointment of Henry M. Spelman, Jr., 
as Chief of the Shoe and Leather Products Section of 
the Office of Civilian Requirements, WPB, will be re- 
ceived with special interest in the shoe and leather field. 
The Shoe and Leather Products Section, which Mr. 
Spelman will direct, is part of the Textile, Clothing, and 
Leather Products Division of OCR, which is in turn a 
part of the War Production Board. It is the central 
representative for civilian needs in the shoe and leather 
field, securing the total allotment of such materials to 
be used for civilians, and coordinating civilian supplies 
with military supplies. 

Mr. Spelman has been loaned to the War Production 
Board by the Dewey and Almy Chemical Company, of 
Cambridge, Massachusetts, where he is manager of the 
Darex Division. He is familiar with the problems of 
the shoe industry through long experience in supplying 
essential shoemaking materials. 

When interviewed following his appointment, Mr. 
Spelman said: “The over-all objective of the Office of 
Civilian Requirements is to establish as high a standard 
of living for the civilian as is consistent with the maxi- 
mum war effort and, to that end, to coordinate civilian 
and military supplies. 

“It is, therefore, the central representative for civilian 
needs and sits on the Central Requirements Committee 
as a claimant agency, along with the Army, Navy, Lend- 
Lease, Office of Economic Warfare, Maritime Commis- 
sion, and others, to divide up the total materials avail- 
able. To achieve the maximum good, its officials must 


48 





HENRY M. SPELMAN, JR. 


eliminate non-essential end-products, channel essential 
materials to the most essential end-uses, and give pref- 
erential treatment to the products having the greatest 
degree of essentiality. 

“The Office is likewise intensely concerned with dis- 
tribution and with the welfare of the distributive trades. 
Part of its responsibility is to see that when shoes and 
other leather products have been manufactured they 
are distributed to the points where they are most needed. 
Decisions on rationing are, therefore, an important fune- 
tion of this Office, and the closest collaboration with 
distributors is a vital source of information regarding 
civilian needs. 

“Besides these questions of determining requirements 
and allocations or allotments to definite needs, the Office 
works directly with the Manpower Commission to inte- 
grate the use of manpower into a coordinated program.” 


ACCORDING to Mr. Spelman, “This is a thankless sort 


of job that has got to be done. I will need all the help 
and cooperation I can get from every segment of our 
industry. Shortages are bound to occur, but we can do 
much to steer supplies toward the most essential needs 
and steer the shortages in the directions where they will 
do the least damage.” 

Representative members of the industry believe that 
the appointment of Mr. Spelman to this difficult post is 
a good one. He has had sufficient experience with all 
phases of the industry to present its problems forcibly 
and to make decisions that are fair and equitable. 
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The Lasts that mean 6 
Comfort and Fit! 
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There is a very good reason why Styl-EEZ prevents wobbly tendencies and adds to natural 

are the easiest of all shoes to fit and sell. = foot grace. More than this, the Flare-Fit innersole 

41 different lasts are used in the manufacture of relieves muscles of the constant strain of keeping 

Styl-EEZ Shoes, all designed to incorporate the the foot in balance. 

famous Flare-Fit comfort features. This Flare-Fit feature is patented and exclusive 
The Flare-Fit innersole holds the foot in a grace- with Selby. The instant support and day-long 

ful line and snuggles up under the arch. This comfort make Styl-EEZ a constant sales repeater. 


* 


Selby Shoe Company, Portsmouth, Ohio 


New York Office: 3120 Empire State Building * New York Retail Store: Fifth Avenue at 38th Street 


ARCH PRESERVER © ACTIVE MODERNS + TRU-POISE + STYL-EEZ + EASY GOERS 
PHYSICAL CULTURE © GROUND GRIPPER ©§ CANTILEVER 
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Meat Crisis and the Hide Situation 






Significant Implications of the July Directives Issued 
by WPB for Conservation of Domestic Raw Stocks 
Following Reduced Slaughter of Cattle and Calves. 


ONE of the direct consequences of curtailed slaughter 
of cattle and calves has been a very sharp decline in 
domestic hide and skin supplies. In all of the public 
discussion of the necessity for translating America’s 
great resources in cattle into meat supply available to 
consumers little attention has been given to the fact 
that hides are the most important by-product of cattle 


slaughter. Hides are a by-product because livestock * 


are raised and slaughtered for the meat and not for the 
hide or skin. Normally the production of meat remains 
sufficiently stable to result in an equally stable output 
of hides and skins permitting the continuous movement 
of raw material to the nation’s tanneries. During the 
past two years the United States has been extremely 
fortunate in that record cattle numbers have coincided 
with the need for tremendous supplies of meat and 
hides. In 1942, for example, the number of cattle 
slaughtered under Federal inspection reached 12,347,- 
000, a record quantity with the single exception of 
1934 when drought cattle were purchased and slaugh- 
tered for Government account. 

In the Spring of this year it became apparent that the 
complications of price regulations, wartime production 
controls as well as the normal tendency of livestock 
producers to realize maximum returns were having a 
serious effect upon domestic slaughter. By June the 
number of cattle processed in Federally inspected plants 
was 30 per cent less than a year ago. Although more 
cattle are on farms than in 1942, the inspected slaugh- 
ter of June was only 707,000 in comparison with 
1,039,000 last year. 


APART from the familiar implications of this situation 
for meat supplies it is obvious that supplies of a vital 
raw material for the tanning industry were curtailed. 
Perhaps the most dangerous prospect for leather pro- 
duction since the outbreak of the war became evident, 
for unless supplies of hides could be maintained the 
output of military and civilian cattlehide leather would 
inevitably be reduced. 

Prompt action was taken by the WPB to deal with 
the immediate consequences of reduced hide supplies. 
Under the authority of Conservation Order M-310 direc- 
tives were issued early in July requiring that tanners 
curtail the quantity of hides, calfskins and kipskins to 
be put into process during the third quarter. Taking 
the average monthly number of hides or skins soaked 
in 1942, the WPB directed that no cattlehide tanner 





soak more than 210 per cent of the base quantity during 
the third quarter, and the authorized percentage for 
calf and kipskins was given as 270 per cent. In effect, 
it may be anticipated that the average number of cattle- 
hides put into process during July, August and Septem- 
ber will be at least 30 per cent lower than the average 
for 1942, while soakings of calf and kipskins must be 
reduced by an average of at least 10 per cent. 


Two implications of the WPB directives to cattlehide 
and calfskin tanners are significant. In the first place, 
it may be noted that the maximum reductions stipulated 
by WPB are not in addition to curtailmuent which has 
already taken place during 1943. It was anticipated at 
the beginning of this year that total production of cattle- 
hide leathers would be less than in 1942 by virtue of 
the depletion of raw material inventories last year. Even 
though domestic slaughter as well as imports reach 
favorable levels it would be difficult for the tanning 
industry to duplicate the tremendous production 
achieved in 1942 since the country’s inventories of raw 
hides and skins have been sharply reduced. In recent 
months, therefore, the number of cattlehides which tan- 
ners have been able to put into process for sole and 
upper as well as for other types of leather has averaged 
13 per cent less than in 1942. Adjustment to the WPB’s 
directives will be less drastic than the specified per- 
centage curtailment might otherwise indicate. 

The second fact to be noted is the probability that 
hide supply curtailment is temporary. At the beginning 
of this year there were more than 78 million head of 
cattle and calves on the nation’s farms and ranges com- 
pared with an average cattle population of 70 million 
in the preceding ten years. It was conservatively esti- 
mated that the country’s huge resources in cattle could 
easily sustain an even larger slaughter than in 1942. 
Among the reasons for the shortened supply of cattle 
moving to market in the past three months were un- 
usually favorable weather and range conditions during 
the late Spring and early Summer. A late Spring with 
more than normal rainfall in most parts of the coun- 
try brought abundant growth of grass. Livestock pro- 
ducers have been able therefore to keep supplies on the 
range to an unusually late date, but-with the seasonal 
drying of the grass country, cattle shipments to market 
should increase again. .Some evidence that the latter 

[TURN TO PAGE 78, PLEASE] 
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Year after year since then, millions and millions 
of Darex Insoles have proved the truth of our state- 
ment. Darex Insoles do the job they were designed 
to do—and do it well. They are flexible, cushion- 
ing under foot, and possess the shoemaking charac- 


teristics required for modern production methods. 


DEWEY ano ALMY CHEMICAL COMPANY 
CAMBRIDGE CHICAGO MONTREAL 


* DAREX INSOLES MAKE FLEXIBLE SHOES 
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You remember Buddy Walker. . . used to help me out on Saturdays. 
Now he’s helping Uncle Sam out overseas. Listen to what he says: ‘When the 
going gets tough, I think about home... Main Street, Wilson’s Drug Store, all 
my friends...’ I remember when Buddy asked me for a job... skinny little kid 
... the aunt who raised him was having trouble making ends meet. I remember... 


never mind... they say a man’s getting old when he starts that ‘remember’ stuff !”’ 


Many of the men who sell WEATHER-BIRD and PETERS DIAMOND 
BRAND SHOES have pleasant memories of the families they serve... 
they’ve been on the job a long time and have won the confidence of 
their community. Customers depend on them and on the reputation 
of WEATHER-BIRD and PETERS DIAMOND BRAND SHOES... 
shoes famous for Better Fit, Longer Wear, Comfortable Flexibility. Today, 


as always, these fine shoes are made of the best available materials . . . by 


expert craftsmen ...over better-fitting lasts. No wonder WEATHER-BIRD 
and PETERS DIAMOND BRAND SHOES are the outstanding 


value-buy in children’s shoes! 


‘> WEATHER-BIRD 


AND Sefexs DIAMOND BRAND SHOES A are « 
FOR BOYS .AND GIRLS 
PETERS SHOE COMPANY «+ DIV: INTERNATIONAL SHOE CO. + SAINT Loul 





“Got a letter from a soldier today . if 
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The children’s shoe section at the Emporium. 





Notice the attractive “giraffe” chairs 


at left and right background; also the upholstered high chairs for fitting little. tots. 
Shoes on display are placed on the ledge running behind the chairs in the background. 











Youthful Design In New Children’s Shop 


Motif of the Children's Shoe Shop 
at the Emporium, St. Paul, Minn., 
Is Calculated to Appeal to Young 
Tastes. Arrangement Makes Shop- 


ping Easy for the Whole Family. 


IN the recent remodeling of the street floor of the 
Emporium department store, Saint Paul, Minnesota, a 
new children’s shop was outfitted, making it one of the 
outstanding children’s shops of the Northwest. 

The Emporium shoe shop has carried nationally ad- 
Yertised children’s shoes for a long enough period to 
ve an established trade in this line. Children’s shoes 
We carefully fitted by X-ray. Women are employed in 
the children’s section, and care is taken to choose 
Women who are sympathetic with children in order to 
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establish a feeling of friendship with the department. 

Added to this, a great drawing card for the new 
section is the charm of the decoration. The motif is 
primarily that for the enjoyment of the children who 
visit the department. It is distinctly a department which 
children immediately recognize as their own. 

Two great “giraffe” seats are at one side, against an 
adjustable partition which is high enough only to hide 
the stock for the children’s section which is kept in the 
concealed room. Between the two seats is a doorway 
which leads to the stockroom. The nearness of the 
hidden stock makes service easy and prompt. 

Ends of the “giraffe” seats resemble the long necks 
and heads of these animals. They have been given a 
spotted paint treatment, to further this idea. The seats 
are deep blue, against a cane effect. The foot rest is 
of scarlet velvet, with gold fringe finish. These high 
seats are for the easy fitting of very small children, 
bringing them up to a convenient level, as well as fer 
the added interest which the striking decoration affords. 

[TURN TO PAGE 72, PLEASE] 
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Above:- Fit the child 6n-a platjorm, with a chair the 
proper distance from the ground. The foot is mea- 
sured first while the child is in a relaxed position. 


Below: A sheet of clean white cardboard for the child 
to stand on is helpful in many ways. Drawing an out- 
line of the foot twice—once sitting and again standing 
will convince the parent in cases of flexible feet. 


Below, right: A week left foot has been discovered by 
careful examination. The salesperson explains what 
types of shoes are best suited for this condition. 


How to FIT 


THE fitting of children’s shoes, although exhaustive, 
may be simplified by means of a few well-chosen pro. 
cedures. In the illustrations on these pages we show 
how these procedures may be put to work efficiently 
and pleasantly. 

First of all, both the child who is being fitted and the 
shoe fitter should be as comfortable as possible. This 
may be accomplished by seating the child in a chair of 
the right height, so that the legs are comfortable and 
the feet are relaxed on the floor, pointing straight ahead, 
Use of a platform on which to place the chair is an 
excellent idea; it is practical from the standpoint of the 
clerk who can fit the child in a standing position and 
measure the feet in a relaxed position. 

Most of the salespeople engaged in selling children’s 
shoes are women. It is much simpler for a woman clerk 
to fit a child on a platform than to stoop to the floor 
level to check the shoe after the child has it on its foot. 
The platform avoids the necessity for stooping to deter- 
mine whether or not the fit is correct. 

When the child is standing, without shoes, for foot 
measurement, a clean white cardboard may be placed 
on the floor so that the socks do not become soiled. This 
usually makes a favorable impression on the mother 
who feels that the store is considering her child's 
welfare. [TURN TO PAGE 72, PLEASE] 
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The YOUNG CHILD'S FEET, — cxmpier m 


The Second in Our Series of Articles on Right Shoe Fitting for 
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Younger Children. Here the Authors offer a Few Pointers on Pro- 
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r is an 
t of the Left: Best results are ob- 
tained by lacing the shoe in 
on and a tilted position. This ap- 
plies to fitting grown-ups as 
‘dren’ 4 fe well as to fitting children. 
lidren § ea ’ The heel can be held snugly. 


an clerk 


e floor 
its foot. 3 Left, below: Black lacings 
» del a eae are used to illustrate the 
, : : usual, and incidentally, the 
, wrong way of lacing a shoe. 
This applies to all ages, both 
children and grown-ups. 
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Hot Weather and Hot Tempers 
HAVING some knowledge of what Washington is like 


in hot weather, this department has a lot of sympathy 
for folks who have to live here week in and week out, 
without relief or respite. We can appreciate what Wash- 
ington weather sometimes does to the mental processes 
of people. To that we are disposed to attribute some of 
the astonishing goings on reported out of this super- 
heated capital these past two weeks. 

Even in ordinary times it would be front page news 
if the Vice-President of the United States charged a 
cabinet secretary with obstructing the fulfillment of an 
important item of national policy, and the secretary 
came back with a charge of “Malice.” But it wouldn’t 
matter so much as now. It might even evoke a tolerant 
smile, for we could put it down to the rip-snorting way 
of doing things that sometimes prevail in this great 
American democracy. 


When the nation is engaged in the prosecution of the 
most momentous war in history and the American peo- 
ple are being called upon to make unparalleled sac- 
rifices, the situation is different. At such a time quar- 
reling and bickering in high places falls little short of 
national tragedy. If men are big enough to hold vital 
jobs in a vital war, they ought to be big enough to 
control their tongues and tempers—even in hot weather. 
It shouldn’t be necessary for the President to intervene 
or have to settle the dispute by calling in a third party 
to assume war responsibilities which he had previously 
entrusted to two of his immediate advisers. 


And it isn’t entirely a matter of weather. There’s 
another factor coming into the Washington picture with 
which the rank and file of the American people can 
have far less sympathy in wartime. It’s the factor of 
politics. Talk and action, both in and out of Congress, 
is being dominated more and more by considerations 
of politics and what the effect of this or that piece of 
legislation or executive action is going to be on impor- 
tant groups of voters in the next election. 

This sort of thing, in ordinary times, is likewise part 
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and parcel of the working of our American democratic 
system. The country expects it and the people take it 
in stride. But these are not ordinary times and this 
isn’t the time for a political field day in Congress, 
whether it happens to be a matter of banning strikes or 
holding down inflation. The nation’s interests, at a 
time like this, are paramount and supersede the interests 
of organized labor, the cattle industry, food processing 


or the farm bloc. 


Air Conditioning Might Help 


WE have no doubt that the general counsel for the 
Southwestern Cattle Raisers Association was correct in 
his statement that “surrounding the President are a 
group of people who have no responsibility, yet deter- 
mine policy and cause confusion.” If, as Mr. Mon- 
tague states, these people are “entrenched in power and 
determined to change the economic and social order,” 
so much the worse for the nation’s war effort. He was 
speaking of the meat situation, but Chester Davis com- 
plained of the same absence of clear cut responsibility 
with regard to control of foods in general. To a con- 
siderable extent, it prevails throughout the entire Wash- 
ington picture. 

In an organization as vast and complicated as the one 
that has been created in Washington, you can’t reform 
everything overnight. You can’t even look for anything 
like 100 per cent efficiency at any time. But because 
of the very size and complexity of the organization, 
cooperation, self-restraint and a reasonably calm con- 
sideration of every important statement or decision be- 
come all the more essential. More air-conditioning, both 
literally and figuratively, might help to calm the nerves 
and cool the tempers of wartime Washington. If we 
can’t adjourn politics, in the petty partisan sense, for 
the duration of the emergency, let’s at least keep it out 
of matters that have to do with vital decisions of war- 
time policy. Let’s forget the petty quarreling and 
bickering, boys, and get together in an all-out effort to 
achieve the big objective. Let’s get on with the war. 
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Resigns as OPA Division Head 


DONALD H. WALLACE, acting deputy administrator 
of the Office of Price Administration, has announced 
the resignation of Bernard F. Haley, who has been 
director of the Textile, Leather and Apparel Price Divi- 
sion since September, 1942. 

Mr. Wallace said that Mr. Haley submitted his resig- 
nation early in June, but had been persuaded to post- 
pone his leaving until the later date. 

Until a successor to Mr. Haley is appointed, Leander 
B. Lovell, price executive of the Manufactured Articles 
Branch, will act as director of the division, in addition 
to performing his other duties. Mr. Lovell has been 
with OPA since it was formed and is experienced in 
price control in the cotton and wool fields as well as 
in the apparel industries. 


* * * 


Shoes Removed from Inventory Control 


SHOES were removed from the controls over mer- 
chants’ inventories established by Order L-219 (con- 
sumers’ goods inventory limitation) with amendment of 
the order by WPB. Two alternatives were established 
by the order for determining the effects of the exemp- 
tion on a controlled merchant: 

1. If 90 per cent of the merchant’s net sales consisted 
of footwear in his most recently completed inventory 
year, he is completely exempt from provisions of the 
order. ' 

2. If less than 90 per cent of the merchant’s sales are 
of footwear, he is still subject to the order so far as 
his sales of everything but shoes are concerned. How- 
ever, he is permitted to exclude his sales and inven- 
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tories of footwear in determining his inventory limits 
as long as he follows this price consistently. The order 
establishes a formula under which merchants subject 
to its provisions compute their allowable inventories, 
but beyond which they are not permitted to go. 

The action was taken in view of the fact that inven- 
tories of shoes are subject to rationing controls. At the 
same time, present restrictions of L-219 were broadened 
to cover upward of 5000 more of the nation’s merchants. 
Any merchant whose inventory equals $50,000 or whose 
sales are $200,000 or more a year will now be subject 
to terms of the order, designed to effect more equitable 
distribution of consumers’ goods throughout the coun- 
try. Previously a merchant had to have both the 
$50,000 inventory and annual sales of $200,000 before 
he came under the regulation. 

The purpose of the change is to equalize the competi- 
tive position of merchants with sales or inventories 
specified by the order. In other words, merchants who 
carry large inventories but whose sales are relatively 
small, or those who do a large volume of business on a 
relatively small stock will be subject to the inventory 


limitations. 
cca eo 0 


Must List Ration Currency Owed 


QPA has reminded shoe manufacturers that a list of all 
ration currency owed to them must be submitted with 
the third monthly report of shipments of rationed shoes 
which was due July 10. All manufacturers who have 
been sending these reports to the Bureau of the Census 
will continue to send them to that Bureau. Any shoe 
manufacturers who did not formerly report to the 
Bureau of the Census, however, will send their reports 
to the OPA Inventory Unit, New York. 

Wholesalers are not required to submit monthly re- 
ports of transfers of rationed shoes, but they may report 
any past due ration accounts to their OPA district office 
for help in collection. Retailers must pay shoe ration 
debts incurred during the “free shipment” period that 
extended from Feb. 9 through April 24, before paying 
ration currency for shoes shipped after April 24. It is 
a violation of the shoe ration order for any retailer to 
pay ration currency for orders acquired after April 24 
unless these prior ration “debts” have been settled. 


* * 


Revision Simplifies Price Regulations 


ANOTHER step in simplifying its price regulations has 
been taken by OPA in issuing a revision of Supple- 
mentary Regulation No. 14. This regulation, which has 
served as a “catch-all” for miscellaneous modifications 
of ceiling prices established by GMPR, had grown to 
cumbersome proportions. 

The revised regulation groups the pricing provisions 
in articles according to classes of commodities or ser- 
vices. Obsolete provisions have been eliminated. The 
change is thus not one of substance, OPA pointed out, 
but merely one of form and arrangement. 
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SAYS 
RUSSELL A. BOWER 
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HERE'S HOW WRIGHT ARCH PR 
SERVERS PROVE ESSENTIAL TO HIM IN WINNI 
“THE BATTLE OF PRODUCTION”. .. . 


= working hour is a walking hour for Russell A. Bower, member of 
Superintendents Department of a large armament-producing plant in 
Mr. Bower and one other superintendent share a ’round the clock schedule. 


“‘When we shifted to war production,” says Mr. Bower, “I realized that I would 
to do something about my feet, which had been bothering me as a result of 
hours of standing and walking. I explained my difficulty to Mr. Jay at R. H. 
who recommended Wright Arch Preservers which gave me immediate relief. ¥ 


lenjoy every hour on my job. I'll say these shoes are essential!” 


Detroit’s wheels are humming and so is the Wright Arch Preserver depa 
R. H. Fyfe & Company. Says Stephen J. Jay, manager of the men’s dep 
“Working long hours on their feet, often on concrete floors, defense workers 
quire extra comfort and perfect fitting in their shoes. That’s what they get from 
four exclusive features of Wright Arch Preservers plus our careful fitting se 
The comfort combination is bringing us a steadily increasing number of 
customers in addition to new ones who have heard about Wright Arch Preserv 
Shoes from their fellow-workers.” Wrigt 








Arch Preserver Sécca. 









NO PLACE FOR FOOT TROUBLES” 


DETROIT — WAR PRODUCTION CENTER — THE HOME OF 
R. H. FYFE & COMPANY — WRIGHT ARCH PRESERVER SHOE RETAILERS 


’ (Above) Stephen J. Jay makes a repeat sale to Russell A. Bower who has found 
Wright Arch Preserver Shoes a vital help in his war work. 


(Right) Now that he’s wearing Wright Arch Preservers, Mr. Bower no longer 
has to worry about the added strain on his feet when he occasionally finds time 
for his favorite game — golf. 


.T. WRIGHT & COMPANY, Inc. 
MASSACHUSETTS 
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OPA NAMES RETAILERS’ 
ADVISORY COMMITTEE 


APPOINTMENT by Price Adminis- 
trator Prentiss M. Brown of a Retail- 
ers Advisory Committee of 16 mem- 
bers was announced by the Office of 
Price Administration recently. The 
first meeting of the committee will be 
in New York City on August 3. Names 
of officers of the shoe manufacturers’ 
and the shoe wholesalers’ advisory 
committees, who were elected at meet- 
ings held since the committees were 
appointed this Spring, also were an- 
nounced. 

Three additional shoe manufactur- 
ers have been appointed by Mr. Brown 
to the advisory committee for their 
branch of the industry to fill vacancies 
and to broaden coverage of the in- 
dustry. 

Primary purpose of each of the 
three committees is to consult with 
and advise OPA on price control in 
its branch of the industry. Ai pres- 
ent maximum prices for shoes are es- 
tablished under the General Maximum 
Price Regulation, but there has been 
censiderable discussion of the advis- 
ability of separate and specialized 
price regulation of the trade. 

Those appointed to the retailers’ 
advisory committee are: 

Harry E. Fontius, Fontius Shoe Co., 
Denver, Colorado; A. B. Craddock, 
Belk Stores, Charlotte, N. C.; A. 
Crandall, Montgomery Ward, New 
York City; I. M. Kay, Berland Shoe 
Stores, Inc., St. Louis, Mo.; David 
P. Wohl Shoe Co., St. Louis, Mo.; 
W. H. Adams, R. H. Fyfe & Co., De- 
troit, Mich.; D. R. Steinbergh, Pome- 
roy’s, Inc., Wilkes-Barre, Pa.; W. A. 
Dalton, John Wanamaker, New York 
City; Sigmund Cohen, The Dan Cohen 
Co., Cincinnati, Ohio; A. A. Galen- 
kamp, Galenkamp Stores Co., San 
Francisco; Frank W. Whitely, the 
Nisely Co., Columbus, Ohio; B. Dan- 
iels, A. S. Beck Shoe Corp., New York 
City; Ernest Burnce, Boston, Mass.; 
William J. Cobb, Melville Shoe Corp.., 
New York City; James G. Bennett, 
Bennett and Tracy, Auburn, N. Y.; 


Robert W. Schiff, The Schiff Co., Co- 
lumbus, Ohio. 

It is probable that the retailers will 
elect officers at their meeting on Aug- 
ust 3. Officers elected by the whole- 
salers at a meeting in New York on 
June 30 are: chairman, A. P. Cone, 
Stephen Putney Shoe Co., Boston, 
Mass.; secretary-treasurer, Elkan L. 
Reis, D. Myers & Sons, Baltimore, Md. 

Officers elected by the shoe manu- 
facturers at a meeting in Washington 
on April 8, are: chairman, T. R. Sim- 
ons, Weyenberg Shoe Co., Milwaukee, 
Wis.; vice-chairman, Robert Erb, F. 
J. McElwain Co., Nashau, N. H.; sec- 
retary-treasurer, Robert Adams, 





You See, Folks 


We Shoe Stores 
Are Torn Between 
Love And Duty 


iE WANT te sell you your shoes 
| But the lew says we cant 


UNLESS you bring your 
# 18 shoe coupor mm the book ‘Not 


— ~ torn out 
You want to do busness with stores 


that observe the law These shoe stores 
<i ne law becouse we valve 
Our cw confidence and -espect 
more thar we value sales so = 
you please do this as « special favor 
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DONT ASK US TO ACCEPT SHOE 
COUPONS UNLESS THEY ARE IN YOUR 
| SOOK THE LAW SAYS WE MUSTNT? 





EXCEPTION’ 
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Nineteen shoe merchants, members of 
the Rochester Retail Shoe Merchants’ 
Council, sponsored the above ad to 
induce customers to stop detaching 
coupons from their ration books. Copy 
explained that, under OPA rules, re- 
tailers are not allowed to accept 
loose stamps, unless shoes are ordered 
by mail. The ad appeared in three 
column by 12-inch space in the Sunday 
newspapers. 











Charles Cushman Company, Bostog, 

Additional members named to the 
shoe manufacturers’ committee are: 
Morgan Grossman, Grossman Shog 
Inc., Brooklyn, N. Y.; I. Hofferberg 
A. Werman and Sons, Brooklyn, ¥, 
Y.; Galen Horner, Lancaster Shoe 
Co., Elizabethtown, Pa. Mr. Horners 
appointment is to fill the vacang 
made by the departure of Frank 
Payne, of the same company, for ser 
vice in the Navy. 


ODDS AND ENDS HELP 
NEW YORK 


BusINEss picked up a little in New 
York recently. This was especially 
true of the women’s shoe business 
when merchants put 4 per cent of 
their stock on sale, to be sold ration 
free under the OPA release of this 
percentage of women’s shoes. The 
sale price of these shoes to the com 
sumer may not be more than a 0 
per cent mark-up from the price paid 
by the dealer, according to onder 
TCS-388. The sale period of these 
temporarily ration-free shoes is from 
July 19 to July 31. The object was 
to get rid of odd sizes and styles which 
could probably never have been moved 
from the shelves, except by this & 
pedient. 

Basement and better grade depart 
ments in a number of department 
stores were both busy. The basement 
departments, however, appeared to be 
way ahead of the up stairs depart 
ments in most cases. In these base 
ment departments, the shoes were put 
out on tables according to prices, 
with tickets showing the prices. We 
men helped themselves, trying on one 
shoe, then the other and finding @ 
clerk to make the sale. The better 
shoe departments were inclined & 
display only a certain number of sam 
ples since it was impossible to put 00 
display all the shoes on sale. Custom 
ers were expected to be seated and to 
ask the clerks to get their right sizes 
These shoes were put on separale 
stock shelves and prominently marked 
according to size groups. 





Boot and Shoe Recorder 








Horners 


vacancy 
f Frank 


, for ser 


ELP 


> in New 
specially 
business 
cent of 


d ration 








































































_ 





There was none of the rush at- 
etendant on the expiration of Coupon 
No. 17, but clerks were kept busy in 
many of the stores. Two of the lead- 
ing quality stores on Fifth Avenue 
had to lock their doors and allow one 
customer in at a time during the first 
morning. But crowds did not gather 
outside as they did during the week 
before June 15, and the chains which 
had been overrun at that time re- 
ported business comparatively quiet, 
The impression gained was that the 
opportunity to buy, at a bargain price 
and ration-free, a shoe with a well- 
known quality name was the drawing 
card this time. At the other extreme 
were the basement departments of the 
big family department stores, which, 
as already noted, displayed a great 
deal of activity. 

Some of the children’s departments 
were doing good business. One family 
store reported that this was only a 
continuance of the good children’s 
business that had been done all along. 
This merchant was selling both Sum- 
mer and Fall shoes for children. He 
added that this department had not 
done well in cheaper children’s shoes 
since rationing had come in. 

Retailers of men’s shoes were not 
finding the OPA order any help to 
them. Release of one per cent of 
their stock from rationing during the 
two-week period in July seemed to 
mean an annoyance, rather than any- 
thing else to them. 

Women’s shoe retailers, however, 
were ready to admit that their quota 
of 4 per cent had been a real help, 
coming at this time when business has 
been very slow. They would like to 
have been given a higher percentage, 
but in most cases, are taking what 
they were given thankfully. They re- 
ported all kinds selling, with one ex- 
ception. This was a store which had 
done such a big business in the past 
few weeks that leather-soled play 
shoes were the only kind left to put 
on sale. Prominently displayed in a 
number of the stores and departments 
were gold and silver kid evening shoes 
which have been released from ration- 
ing. 


WHITE LEADS IN MIAMI 


Wuire continues to be in high favor 
in Miami, with stores reporting as 
high as 75 per cent of sales going to 
the all-white shoe. Not all shops have 
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this percentage, but all are doing an 
excellent business. Number 18 cou- 
pon is being used for this shoe, women 
expecting to have a good white that 
will carry over into next season. How- 
ever, wherever a wanted color can be 
found, No. 18 is going for that shoe. 
Many of the better shops report being 
extremely low on colors. A little later 
it is expected that brown and black 
walking shoes will be in high de- 
mand. 

Novelties in the higher price bracket 
continue to be called for and are sell- 
ing wherever a customer can be fitted. 
Women appear to be selecting their 
shoes first and then building a ward- 
robe around whatever color or style 
they have been able to secure. One 
novelty or colored shoe can be made 
to do service for several ensembles. 
Customers fully realize that this is 
their last chance to get a fancy col- 








The Costume Bootery of 
O'CONNOR & GOLDBERG 


at 23 Madison, East 







De Lise Debs 





Palter De Liso designed these very new 

See SEE SRE St @ 95 
smart summer apparel. Divinely soft... 8 
with extraordioarily fine frting qualities. 


Also available at 205 South State Street 
and in the O-G Uptown Beotery at 8616 Sheridan Road 
ENJOY THE CONVENIENCES @F AN ©-@ CHARGE ACCOUNT 











O'Connor & Goldberg, Chicago, ad- 
vertised dark colors for Summer in 
opened-up suede recently. 


ored shoe, so coupon No. 18 can well 
be used for it. 

Advertising is more conservative 
these days. Quality is being played 
up rather than price, and durability 
rather than quantity. One store ad- 
vertises that it wants to take care of 
its own customers first and is urging 
people to use the current coupon 
while stocks are more complete than 
they will be at a later date. Another 
store advertises, “Buy now if you need 
shoes instead of waiting until Sep- 
tember, but if you can get along with- 
out the new shoes, do so and use the 
money for a war bond or stamps.” 

More advertising is being done over 
the radio than formerly, and again 
the theme is, “Don’t wait for the bat- 
tle of 18—remember what happened 
last time.” 

Chain stores are reporting a steadily 
growing interest in colored play shoes. 
One of the largest chains is doing a 
business amounting to 50 per cent of 
total volume in the gay unrationed 
play shoes. For the woman who never 
bought the higher bracket shoes, the 
play shoe helps out when she has to 
replace her shoes at frequent intervals, 
And the smartly dressed woman who 
wants a novelty shoe to wear with a 
sports ensemble is buying these same 
bright play shoes. 

Shoe men are quietly building up a 
defense against a repetition of the mad 
rush of the week of June 15. After 
that battle a number of the stores 
had to close in order to allow their 
salespeople time to recover from the 
strain as well as to get stocks back 
into order. 


SALES RESPITE ON COAST 
WHILE retail sales of nine depart- 


ment stores in San Francisco were 25.4 
per cent above May sales of the previ- 
ous year, shoe stores report a marked 
falling off in business since the mad 
rush of the last coupon sales. This 
respite is welcomed because the sell- 
ing force has been overworked for 
months, due to shortages in man and 
woman power. The larger stores are 
required to maintain continuous 
schools for training new salespeople, 
as the high wages of the war indus 
tries centered around the Bay con- 
stantly entice workers, both men and 
women, to these industries. Hundreds 
of women are earning from $70 to 
$100 per week as welders. 
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30,000,000 People 


in the U.S.A. Suffer from 
Weak Arches! 


Wartime workers alone needing relief from painful, fatiguing, disabling Foot Arch 
troubles, represent a huge market for Dr. Scholl’s Arch Supports. Make the most of 
these golden opportunities by featuring and talking up Dr. Scholl’s Arch Supports. And 
every sufferer you relieve, means another loyal, profitable customer won for you! 


From coast to coast alert shoe retailers are 
proving that there is nothing which pays such 
big profits in proportion to the effort. 


Dr. Scholl’s big space advertising in the leading na- 
tional magazines—reinforced by the advice of Physicians 
influened by Dr. Scholl’s messages in the ethical press— 
is sending people out looking for the individualized correc- 
tion that Dr. Scholl’s Arch Supports give—and which ready- 
made “arch support” shoes cannot give. People are learn- 
ing that no two cases of arch trouble are exactly alike— 
that even the two feet of an individual differ in the correc- 
tion required—and that the standardized correction offered 
by such shoes will not do what Dr. Scholl’s Arch Supports 
will do. 


Everywhere dealers are cashing in on this demand by 
featuring Dr Scholl’s Foot Comfort Service — by letting 
people know that they fit Dr. Scholl’s Arch Supports and 
other Foot Appliances scientifically, On a small invest- 
ment they are getting a big volume. 

Rapid turn-over and good mark-up Dt Scholl's 
are bringing in the profits for them. 
SERVICE 











They are making money—and they 
are making friends. And so can you. 


Dl Scholls 


ARCH SUPPORTS 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholl's FOOT COMFORT Appliances 
and Remedies for All Foot Troubles 


213 W. Schiller St., Chicago 62 W. 14th St.. New York 
112 Adelaide St., E., Toronto, Canada 














ITS KIND !N 





THE WORLD 

















Dr. Scholl's Arch Fitter makes 
possible INDIVIDUALIZED 
correction by molding the Sup- 
ports to each foot’s exact needs. 










The foot in its original 
condition. The Sup- 


port is very low. 


oa 


Later, after the arch is 
accustomed to its new 

elevation, the Sup- 
port is raised. 







As the condition im- 
proves, the Support is 
again raised, 








Finally, the arch is re- 
stored to normal. Sup- 
ports then need no 
longer be worn. 














BOOT AND SHOE 


RECORDER 


REPORTS TO 


ey” 


INDUSTRY 





actieeteg 





MANUFACTURERS in this section report business 
going along just about the same as the past few months. 
On the whole, deliveries are being made more promptly 
than in the first months of rationing. Some few manu- 
facturers report being a little ahead of schedule; others 
are behind. The manufacturers who have been able to 
cope with the situation most successfully are keeping 
up a steady month-to-month delivery. All of them could, 
of course, take many more orders than quotas permit. 
The smaller manufacturers are able to produce more 
under the new time period allowed for determining 
quotas. 


Factories Employ Older Men 


The manpower problem is not such a serious one for 
manufacturers in this section, although some workers 
are being drawn away into defense jobs. Many. of the 
factories employ older men and report that they have 
lost few of these t other jobs. Boys who are being 
drafted into the Army are being replaced, in some cases, 
by girls. Girls and women are doing the lighter kind of 
operations which they have performed before in the 
fitting and packing rooms. Some are also working in 
the assembly room and in the cement department . . . 
new work for women, according to one factory manager. 
This same factory is employing women for insole bind- 
ing ‘and reports that they are doing better than the men 
ever did. Girls are also working on soles, replacing 
boys who start their apprenticeship in shoemaking in 
this work, 

Problems in getting leather for soles and uppers have 
not been too difficult, according to New York manu- 
facturers, because they have not required the large quan- 
tities needed by the big volume factories. If it becomes 
necessary to use a large percentage of fabric for the 
uppers, many of these manufacturers do not feel that 
that will be any hardship in their types of shoes. Most 
of these quality manufacturers do not talk seriously so 
far of substitute sole materials. They still can meet 


their needs with leather and intend to do so as long as 
possible. The most satisfactory way of meeting the 
problem of materials supplies seems to be that adopted 
by some of these factories of selling against inventory. 
No orders for shoes are taken unless the materials for 
those shoes are actually in the factory. Little trouble is 
reported in getting ration tickets from the stores 
promptly before shipment of the shoes. 

Commenting on the present manpower situation, Sam 
Schwartz of Schwartz & Benjamin says, “It is not serious 
so far. As to getting women that is just about as hard 
as getting men. We have a place for a certain number 
of women in the organization.” Asked about deliveries, 
he reported that the factory is “hitting up to the limit, 
but not going beyond it at any given time.” When a 
June delivery is promised, no definite date in the month 
is given, but the delivery is made whenever the shoes 
are ready during the month. Orders are taken against 
inventory. If there is no calfskin on hand, no orders 
for calfskin shoes will be taken. Mr. Schwartz says 
that he does not expect that his factory will feel the 
effect of the recent curtailment on tanners for another 
six months, 


Broader Quota Period Beneficial 


U. Mestron, general manager at La Valle, reports 
that the factory is benefiting by the broadening of the 
period on which quota figures can be based. Asked 
about supplies of materials, he said, “Every resource 
now gives us a month by month quota. We have been 
lucky so far in having adequate supplies of sole and 
Deliveries at this factory have been 
“very good,” in some cases in advance of the date 
promised. The factory is having few manpower prob- 
lems, since most of the employees are over military age. 


upper leathers.” 


Some women are being employed in the cement depatt- 
ment, for insole binding, gluing counters to uppers and 
in preparation of soles. They have been generally satis- 
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NAMES to REMEMBER 





Starting on August first 
the business of Rosenthal & Doucette, Inc. will be conducted under 
the name of Henry B. Rosenthal Company, Inc. 


We will continue the manufacture of the subtle and appealing styles which 
have earned the name “Flirtation Shoes” and brought this name into such high 
favor with so many leading stores throughout the country. 

Our president, Mr. Henry Rosenthal, throughout his experience of forty-three 
years in the shoe industry, has demonstrated a unique ability in producing shoes 
famous for their styling . . . strong in their sales appeal . . . outstanding values in 
the popular-price field. Under the new name we will continue to exert every effort 
in taking the best possible care of our many loyal customers. Our trade-mark name 
“Flirtation Shoes” will be emphasized and promoted in our future merchandising 
under a progressive policy which has for its purpose the greatest possible advan- 


tage and profit of our entire trade. 


Se 


HENRY B. ROSENTHAL COMPANY, Inc. 


Beverly, Massachusetts 
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factory, according to Mr. Mestron, and are “doing better 
than the men ever did in insole binding, a job which 
requires delicate handling.” 

The general situation in the Julius Grossman fac- 
tory, as reported by Morgan Grossman, is “not too 
bad, not too good” as regards the manpower situation 
and also as regards deliveries. This factory has had “a 
decided influx of women, particularly in minor opera- 


a” 


AS the recently enacted government ruling giving 30 
per cent fewer hides to tanners, whereby, in turn, shoe 
manufacturers receive less leather, goes into effect, shoe 
men find themselves more handicapped than ever before. 
While most houses agree that the real bottleneck lies in 
reduced manpower, yet this added headache of less 
material to work with assumes major importance. Com- 
ments are heard on all sides that where formerly a fac- 
tory was able to plan a full six months in advance, 
today it is practically a day-to-day business. Long view, 
overall planning is outside the realm of possibility right 
now. As one manufacturer said: “All the cream is off 
now. We are literally scraping the rock bottom of our 
national economy. Most retail outlets believe that their 
stocks on hand are sufficient for the next four months, 
but after that, what? One man’s guess is as good as 
the next.” 

Manufacturers of quality merchandise are more than 
a little worried as they see many of their most skilled 
workers turning to defense jobs, and replacements made 
by inexperienced help—the only kind available. One of 
the largest houses here has a sign on its factory reading 
“Wanted: Experienced and inexperienced help.” They 
admit ruefully that practically all applicants are in the 
latter category. 

And now to make the shoe man’s life even more com- 
plicated, the paper shortage rears its ugly head. Card- 
boards are increasingly difficult to obtain, and what else 
can shoe boxes be made of? Although during the early 
stages of the war, every loyal citizen was saving all 
sorts of old paper, when he found that, some months 
later, the junk man would not only not buy it but 
would not even cart it away, his enthusiasm dimmed. 
And yet today the country faces a very serious paper 
shortage. It actually begins at the logging camps where 
the pinch of limited manpower is also felt. Shoe men 
say that the public needs to be re-educated all over again 
upon the necessity for saving any and all papers. The 


tions.” Some of these are girls who have never worked; 
some are housewives. 

Frank Cardone of Cardone & Baker reports that better 
shoes have been selling very well. “Everyone is asking 
for them and we could take many more orders.” Labor 
is hard to get, according to Mr. Cardone, but he is 
taking in very few women. Both of his lines are selling 


very well. 


_Z 


local papers have been urging people to save all old 
brown wrapping paper for reprocessing, but the news- 
print papers have not been recommended as worthy of 
salvage once again. 

Dealers report highly satisfactory business. All con- 
tinue to be amazed at the steady demand for white, 
both in men’s and women’s lines. There are those who 
believe the latter days of coupon No. 18 may see a 
re-enactment of what happened in early June. Because 
the date limit takes this coupon up to the beginning of 
November, retailers think consumers will again rush 
to buy their Winter needs at the last minute, for they 
only then begin to get “Winter-minded” regarding 
footwear. 


Non-rationed shoes claim quite a bit of advertising 
space in the daily press. And although business on these 
is fairly brisk, there has been no tremendous buying 
rush on these, which most consumers seem to look at 
as a makeshift, a Summer sports or beach sandal, a 
“fill-in.” Chief consumer interest continues to concen- 
trate on a “good” shoe which will wear. Almost every 
retailer comments on the entirely new class of trade 
which his store has attracted, customers who willingly 
pay top prices for a shoe of quality, men and women 
obviously earning good wages for the first time in many 
years, and many of them ‘negroes who are most eager 
to buy the “best shoe in the house.” 
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“Its roots deep-earthed, its trunk upright 
Through sunlit day or wintry night; 
Its bark that folds in warm caress 
The secret of enduringness; 
Its sturdy branches,*high on high, 
In fresco to the seeing sky; 
Its leaves that weave its shady cloak— 
The stalwart friend, the stately oak.’’ 


Gor sixty-two years—in rain or shine—through periods of 
adversity and of prosperity—American Oak has been 
growing in stature until it has become one of the most de- 
pendable sources of fine sole leather in all the world. 


That's why today our Government is looking to Ameri- 
can Oak for a substantial share of the top grade sole 
leather required to make our forces the best shod fighting 
men of all time. 


This, of course, curtails the supply available for civilian 
use. But to speed the day of “unconditional surrender”’ 
no sacrifices on the home front are too great. And with 
victory will come the time when it will again be possible 
for American Oak to meet every demand of its loyal 
customers for sole leather tanned “the American way’’. 





THE AMERICAN OAK LEATHER CO. } 
% 


CINCINNATI CHICAGO 


ST. LOUIS BOSTON 


pot 
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W. W. STEPHENSON, footwear rationing executive 
for the Office of Price Administration, took advantage 
of the occasion afforded by his appearance before a 
large gathering of shoe manufacturers and shoe retailers 
of the St. Louis trade area on July 15, to deliver an 
important address on the success of shoe rationing, to 
review the effects of the various amendments that have 
been issued to Ration Order No. 17 since it was an- 
nounced to the public by ration on February 7, and 
dispose of what he termed “unfounded fears” that have 
developed from time to time in the trade relative to 
rationing. 


TRADE GROUPS REPRESENTED 


The occasion was a special luncheon of the St. Louis 
Shoe Manufacturers Association at the Hotel Statler, 
and Mr. Stephenson was accompanied by Harold R. 
Quimby, assistant rationing executive, and Miss Florine 
Maher, of the field operations section of OPA. Robert 
Lampkin, St. Louis OPA official, was also present. 
Albert Wachenheim, of Imperial Shoe Store, New Or- 
leans, chairman of the Women’s Style Committee of the 
National Shoe Retailers Association, was also present, 
as were also representatives of the wholesale branch of 
the shoe trade and of both chain and independent divi- 
sions of the retail branch. 

In introducing Mr. Stephenson, L. K. Kane, president 
of the St. Louis Shoe Manufacturers Association, com- 
mended the Shoe Rationing Division of OPA, for the 
efficient way in which it has handled the multiplicity of 
problems that have arisen. The text in part of Stephen- 
son’s prepared speech follows: 

“I would like to take this opportunity to review in 
some detail the major events that have taken place 
under Ration Order No. 17 since its introduction on 
February 7. The radio announcement on Sunday after- 





noon, February 7, was a bombshell both to the public 
and the trade. While the critical condition that led to 
this announcement was well recognized, people in the 
trade were naturally concerned about what would hap- 
pen; in fact, this announcement probably created more 
fear and confusion in this industry than any other single 
incident in the history of shoe manufacturing and 


retailing. The week of February 8 showed varied reac- 


tions. The trade arose to the occasion splendidly and 
gave its full cooperation to the program and the adjust- 
ments that had to be made. At the same time, the week 
was for many people one of panic and uncertainty and 
our offices were stormed with the expressions of fear 
that arose from all sections of the country. 

“Had we not listened and given serious consideration 
to all of these expressions, the economic consequences 
could have been disastrous. It is equally true that had 
we taken action in all instances where fear was indi- 
cated, and in many instances where strong representa- 
tions were made, the results could have been equally 
disastrous. 


OPA WILL NOT ACT HURRIEDLY 


“It is our responsibility to evaluate the problems of 
the industry and take action where possible and neces- 
sary if such action wil! not defeat the purpose of ration- 
ing. It is also our responsibility to make certain that 
action is not taken hurriedly or in cases where the 
specific problem can be solved more satisfactorily by 
the industry, than by official changes in the program. 

“One of the basic principles on which we approached 
the operation of rationing was that while in some in- 
stances relief would be necessary, such relief should be 
granted at the end of the seasonal life of the item, after 
every effort had been made to sell it under rationing. 
This policy was quickly laid aside in the case of play 
shoes, since it was obvious that serious economic injury 
might develop if quick action was not taken. 

“There are several separate phases which for admin- 
istrative convenience appeared necessary to incorporate 
in one order. I will discuss these phases individually. 
The first is the clarification of the meaning of the term 
‘rubber soles.’ In the original Directive given us by the 
War Production Board, we were instructed to ration 
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There ts Only One Way 
le Jnee a Shoe 


That is the Miller way. The all-wood V tree is an adaptation of the regular 
full type Miller style with the exception of metal parts which are replaced 
with strong parts of wood. Easily adjusted, the V tree will hold the shoe 
firmly, keep the insole from curling or bunching and permit the shoe to dry 
in a normal manner. 

Finished in Walnut Stain — made in all sizes 

and widths corresponding to men’s shoe sizes. 


Hude Laces 


meek we 






FULL TYPE 





The rugged lace for all year around wear. Sturdy, flexible and especially 
finished so that dampness will not penetrate. Cordo-Hyde Laces once 
tied never come untied. 


Ask to have your shoes equipped with Cordo-Hyde Laces. They add that 
extra selling plus, 


O. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 
Branch of United Shoe Machinery Corporation 


August |, 1943 . 69 
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shoes made in whole or in part of leather or with rub- 
ber soles. Some confusion arose as to what constituted 
a rubber sole. In order to clarify what was meant by 
the term “rubber sole” the War Production Board 
issued a revised Directive on June 3, authorizing us to 
ration shoes made in whole or in part of leather or with 
soles containing any rubber. 


RUBBER SOLE RESTRICTIONS 


“Amendment No. 25 was drawn in such a way that 
shoes manufactured before July 16 made principally of 
rope or certain other materials but containing some 
rubber could be sold ration free. However, shoes manu- 
factured after July 15 with soles containing any rubber 
were rationed types. 

In releasing evening slippers with uppers of gold or 
silver leather or gold or silver imitation leather, no 
attempt was made to solve the overall evening shoe 
problem. The release was aimed at several hundred 
thousand feet of gold and silver finish leather which 
was in the hands of tanners and manufacturers. 

“The release of baseball, track and football shoes 
from rationing is the first instance where an item con- 
taining critical materials has been removed from ration- 
ing on a permanent basis where War Production Board 
regulations have not stopped production or the process- 
ing of materials. Quantities that can be produced are 
controlled and owing to their special nature they can- 
not be used for purposes other than those for which they 
are designed. It is hoped that there will be no abuse of 
the ration-free sale of these types. Careful study has 
convinced us, however, that the same provision could 
not be extended to other athletic shoes such as bowling 
shoes, basketball shoes, etc., which could be used for 
purposes other than those for which they are designed. 

“The reasons for releasing strictly sport type riding 
boots will no doubt be obvious. Production was stopped 
several months ago and they are not adapted to essential 
uses. 


HOW RELIEF IS PLANNED 


“Earlier in this discussion it was indicated that we 
received many requests for relief on which no action 
was taken. In many instanees- time has proven that 
action was not called for. Let us now present one or 
‘two examples of what might be termed ‘unfounded 
fears.” 


“From the first of March until the end of April, we 
were receiving strong representations with respect to 
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white shoes. We were told repeatedly that people would 
not spend Stamp No. 17 for whites and that June 16 
was too late. The suggestion was received from many 
sources to validate Stamp No. 18 for white shoes on 
May 15. We devoted considerable research and study 
to the problem as presented and the latter part of April 
decided not to take any action, believing that no real 
problem existed. You are fully familiar with the final 
result and no further comment on our part appears 
necessary. 

“Fears of a similar nature were expressed early in 
the program with respect to men’s sport shoes. ‘This 
question was also weighed carefully and our latest 
reports indicate that men’s two-tone shoes have sold 
in a wholly satisfactory manner. 

“We were told repeatedly in March and April that 
factory-damaged shoes, regardless of type or gender, 
would not sell under rationing. Today there appears to 
be a definite shortage of factory-damaged shoes in 
men’s, boys’, children’s, and women’s staple types. 


SEASON-END PROBLEMS 


“The fears that were expressed about the movement 
of low-priced footwear have been widely publicized and 
are generally well-known. While problems undoubtedly 
still exist in some phases of the low-priced field, our 
reports indicate that at the close of business June 15 
low-priced shoes in most types had sold in proper pro- 
portion to availability. 

“As we approach the end of the Summer season, it is 
natural that many fears will arise in your minds about 
the necessity for carrying over seasonal goods. We hope 
that the trade will not be inclined to look on releases 
from rationing as the only solution of these season-end 
problems. The production of shoes does not permit the 
rationing of 125 to 130 million pairs per validity period 
and, in addition to those, the release from rationing 
of large quantities of shoes. We believe we are thor- 
oughly familiar with the types which represent season- 
end problems and we assure you that your interest will 
not be overlooked in our considerations and decisions. 

“We have had many occasions to mentally summarize 
the importance of the St. Louis area in the manufactur- 
ing and distribution of shoes. Any such summary de- 
velops truly impressive figures and we feel deeply grate- 
ful for the consideration we have been shown by you. 
One of my personal objectives since the Rationing 
Order was announced has been to have an opportunity 
to meet and talk personally with this group.” 
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Sell Shoes to Trim Up 
New Fall Clothes 


[CONTINUED FROM PAGE 35] 


tions. As fewer of such treatments ap- 

r on her dresses and coats, your 
customer will welcome them even more 
enthusiastically on her shoes. The three 
costumes shown here illustrate some 
of the changes in dress trimmings al- 
ready mentioned. The six shoes sug- 
gest types that will keep the whole en- 
semble looking feminine and pretty. 
The trimmed d’Orsay with soft satin 
bow and the mediam heel sling pump 
with flattering ruffled ornament of 
fabric or simulated leather are two 
popular styles just right to trim up the 
dresses shorn of many ruffles and other 
trimmings. The two tailored shoes give 
alittle extra dash and style to the new 
single-breasted streamlined jacket. A 
double row of buttons can be worn on 
the shoes if not on the jacket ‘and 
there’s no limit to the material that 
can be used in the pleated fabric orna- 
ment on the second shoe. Tailored morn- 
ing dresses may look a little bare with 
only two pockets and a single collar. 
Shoes like these pretty low-heel types 
will do much to trim them up. Decora- 
tive perforations are one of the clever- 
est ways in which interest is being 
given to a basically simple shoe. 

When it comes to colors, there are 
fewer restrictions in women’s clothes 
than in shoes. Plenty of light and 
bright colors, as well as neutral greys 
and beiges, will be available in dresses, 
suits and coats. With these the dark 
shoe colors will be much more effective 
as accents than the brighter reds and 
greens and tans of other years would 
have been. Black is being considered 
as the very smartest color for Fall in 
both accessories and dresses. Shortage 
of dye materials will be the only thing 
that will curtail the making of a great 
many high style black clothes. How- 
ever, certain shades of brown on the 
market, especially a neutral beaver 
shade, take black accessories very suc- 
cessfully. The darker browns in shoes 
this year will look well with these 
testume browns as well as with all the 
light neutrals and bright colors. 





Vacations with Pay for All 
U. S. Shoe Co. Workers 


CINCINNATI, OHI0—Simultaneous va- 
tations for all employees of the U. S. 
Shoe Corporation, together with a full 
Week’s pay, prevailed during the first 
full week of July, officials of the plant 
and office said. This policy continues 
the “vacation-with-pay” arrangement 
Maugurated by the company several 


Years ago. The company has plants in | 


Cincinnati, Harrison, Greenfield and 
icothe. 

In addition to Gold Cross shoes, for- 

Merly known as Red Cross shoes, the 


@mpany manufactures shoes for the 
WAC’s. 
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Every step in the manufacture of Health Spot Shoes is 
guarded carefully to insure lasting good service and 
appearance. The unique construction of this shoe is 
reflected in the comfort and satisfaction Health Spot Shoe 
wearers enjoy. 


A study of the accompany- 
ing illustration reveals 
the details of construction 
which are responsible for 
the good fitting and excep- 
tional wearing qualities of 
Health Spot Shoes. Care- 
ful attention is given to 
every detail of manufac- 
ture and every pair of 
Health Spot 
bodies special patented fea- 


Shoes em- 











tures to provide comfort- 
Details of Health Spot Shoe 


able support for the foot. construction. 

That Health Spot Shoes are a real source of gratification 
to those who wear them is evidenced by their steady repeat 
buying and the high percentage of new business resulting 
from recommendations. The shoe fitter, on the other 
hand, appreciates the merits of Health Spot Shoes because 
he has a real opportunity to demonstrate his ability as a 
good shoe man in helping his customers obtain maximum 
comfort and satisfaction. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


If you are not entirely satisfied that you are doing all that 
ean be done for those who need corrective shoes, we may 
be able to help you. Send for an application. 


MUSEBECK SHOE 


Danville, Illinois 














VICTORIA CROSS DIVISION 


TOBER -SAIFER SHOE COMPANY 


ST. LOUIS, MISSOURI 


YANO 


1% 


Shoe 








Youthful Design in 
New Children’s Shop 


[CONTINUED FROM PAGE 53] 


Across the top of the half partition 
behind the seats is a border of red 
drums. This is achieved by means of 
wallpaper but gives the effect of sten- 
ciled paintings. 

Sturdy leather seated chairs in blue 
and in yellow complete the wall setting. 
These are for larger children. 

In the center of the department there 
are rows of the same type chairs ar- 
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ranged alternately, one yellow and one 
blue. An X-ray machine is at the 
front of the section. Deep pile rugs in 
taupe add to the charm of the depart- 
ment and bring out the blonde finish 
of the chairs and woodwork. 

At one side is the men’s shoe shop, 
separated by low partitions, and at the 
other the children’s section runs into 
the women’s with no dividing line other 
than the furnishings. 

This arrangement makes shopping 
for the whole family easy, with no 
wasted time or effort. The arrange- 
ment also adds to the spacious appear- 
ance of the shoe department. 














How to Fit the Young 
Child’s Feet 
[CONTINUED FROM PAGE 54] 


Attention should be paid to the 
child’s stance without shoes. This will 
give an inkling as to whether or not 
one foot is favored at the expense of 
the other. Sometimes children favor a 
foot which has been injured in play, 
Pronation may also be discerned at this 
stage. 

Tilting the foot while lacing an ox- 
ford is another worthwhile practice. It 
ensures snug fit at the heel which is 
all-important in fitting a child. To 
quote a well-known physician on this 
point: “The heel bone acts as a rudder 
for the entire foot; control that bone 
with proper heel fitting of the shoe, and 
the other 25 bones will function fairly 
normally.” 

Lacing the oxford is another point 
which should be mentioned. Laces 
should be brought in at the top through 
the eyelets from the outside, for two 
reasons: first, in lacing a shoe in this 
manner, the laces are held firm and do 
not slip after they have been pulled 
to the top eyelets; second, the heel bone 
is locked firmly in the heel seat of the 
shoe. It is held firmly, without pressure 
being brought on the top of the instep. 
Thus, slipping at the heel is eliminated. 

Attention to details such as those 
outlined above will go far toward fur- 
nishing correct fit for children, while 
simplifying the fitting process. And 
simplified it must be; facts show that 
the bulk of children’s shoes are sold on 
Friday afternoons and Saturdays when 
store traffic is heaviest. Any measures 
which can speed up the fitting process 
without sacrificing good fit are all to 
the good. 


Roger A. Selby Again Heads 
Selby Shoe Co. 


PoRTSMOUTH, O.—Selby Shoe Co. di- 
rectors have re-elected Roger A. Selby 
as president and N. B. Friffin as gen- 
eral manager, and declared an extra 
year-end dividend of 30 cents a com- 
mon share, which was payable July 6 
to stock of record June 25. H. A. Esta- 
brook, Dayton, O., attorney, and W. H. 
Joyce, Jr., Pasadena, Calif., shoe manu- 
facturer, were named directors of the 
Selby company. 





A. E. Perry Visits Boston 


Boston, Mass.—A. E. Perry, of A. 
E. Perry Company, 302 Cox Building, 
Rochester, N. Y., a representative of 
the Colonial Tanning Company in the 
Rochester, Little Falls, and Bingham- 
ton territory for their complete line 
of patent leather, side leather, and 
splits, spent a recent week at the head- 
quarters at 207 South Street, Boston, 
going over various matters with mem- 
bers of the firm. Mr. Perry is rapidly 
recovering from the effects of a recent 
operation. 
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Short Cut to Fall 
Ad Budget 


i] [CONTINUED FROM PAGE 39] 
to the metic to determine the answers ac- 
his will curately. First a method of determin- 
or not ing the value of each medium available 
ense of must be used. 
favor a Here are two questions which can 
n play. serve as a “yardstick” to help evaluate 
at this the worth of all types of advertising 
media: 
an ox- 1. How many prospects does it reach? 
tice. It (Circulation. ) 
hich is 2. How well does the media present 
ld. To the merchandise and selling story? (At- 
on this tention, value and convincing power.) 
rudder Applying these “yardstick” questions 
it bone to two of the most universally used 
oe, and media—newspaper and window display 
- fairly —shows how these “yardstick” ques- 
tions work. 
* point NEWSPAPER 
Laces Question—How many prospects does 
hrough it reach? 
or two Answer—The circulation of the aver- 
in this age newspaper in most communities is 
and do usually impressive enough to make the 
pulled medium very important from this stand- 
el bone point. 
of the Question—How well does it present 
ressure the merchandise and selling story? 
instep. Answer—At best most newspaper 
inated. advertisements appear in black and 
those white only. Ads must fight for attention 
‘d fur- in this medium. Unless the typography 
while and make-ready are of high standard, 
And resulting in clean ads with sharp illus- 
w that trations, much of the value of the good 
sold on circulation can be lost. Poor printing 
; when can offset some of the advantage of the 
asures wide circulation of the newspaper. Gen- 
yrocess erally speaking a good newspaper with 
all to substantial coverage of the trade ter- 
ritory can use 45 per cent of the total 
shoe store advertising budget to good 
advantage. 
leads | WINDOW DISPLAY 
Question—What is “circulation” of 
my windows? 
Co. di- Answer—Several seasons ago a re- 
Selby liable survey of window circulation was 
s gen- made in towns and cities ranging from 
extra 3000 population upwards. The number 
1 com- of people passing a window on the half 
July 6 of the sidewalk closest to the store each 
_ Esta- week were: 
W. Number of 
manu- passers-by 
of the City size per week 
eee 2,618 
Doak 0 8 08M doth 2,912 
De stndacdtuvede 3,059 
’ SN as & hte anite ss 4,375 
DE «6 éateahew cas 4,550 
of A. SR ee one 7,287 
ilding, ins evades 8,750 
ive of I 1G Lan vp tiise 9,730 
in the BE op log Cigaeeee 10,500 
gham- RY 11,935 
e line | SPR Re Ze 12,880 
» and From these figures it is evident that 
head- Window circulation is good. 
oston, Question—How well does window dis- 
mem- present the selling story and mer- 
apidly ise? 
recent : Answer—With actual shoes in the 
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window, surrounded by a harmonious 
setting, augmented with pertinent show- 
cards, there is no medium that can 
present your selling story and merchan- 
dise to better advantage. Then, too, the 
impression is made right at the point 
of purchase so that the impulse to buy 
can be immediately satisfied. 


By applying the “media yardstick” 
to window display we find that it rates 
impressively high. Experienced shoe 
store operators have proved that the 
average family shoe store located in a 


90-100 per cent location should spend 
33 per cent of the total advertising 
budget (based on 3 per cent of total 
sales) on window display. 

With a method of judging the value 
of advertising media at hand, we are 
ready to work out the- second pair of 
charts (Figures 3 and 4) to obtain the 
answer to the third question, “How 
much should be spent on each medi- 
um?” 

Again, Chart 3 is a resumé of last 
year’s expenditures, and Chart 4 gives 

[TURN TO PAGE 91, PLEASE] 
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ROSTER OF STYLE REDUCTIONS 


Total Number of Styles Manufactured on September 1, 1942 
Total Number of Styles Manufactured on June 15, 1943 





[CONTINUED FROM PAGE 46] 


Name City and State 

Mason Shoe Mfg. Co......... Chippewa Falls, Wis..... 
Cole, Rood & Haan Co.. SEED, Miva o desc ots voce 
Lake Mills Shoe Cv..........Lake Mills, Wis......... 
Georgia Shoe Mfg. Co........ PO SSS Se aae 
R. P. Hazzard Co............ Augusta, Maine.......... 
Musebeck Shoe Co............ “eb Sa ar 
Holland-Racine Shoes, Inc... Holland, Mich............ 
McQuin Moccasin Co......... kk ae 
Air-Tred Shoe Corp. . Auburn, Maine.......... 
Stacy Adams Co.............. Brockton, Mass.......... 
Carlisle Shoe Co............. Wew Wee Wie Meiec cccce 
Practical Burial Footwear Co. Columbus. Ohio......... 
Roth, Rauh & Heckel, Inc....Ripley, Ohio............. 
SS ree Coldwater, Mich.......... 
Wm. Brooks Shoe Co......... Nelsonville. Ohio........ 
Century Shoe Co............. Macungie. Pa............ 
Tru-Stitch Moccasin Co. — NS Sp Eee 
Littonian Shoe Co............ Littlestown, Pa.......... 
Curtis Stephens Embry Co....Reading, Pa............. 
Richland Shoe Co. .......... Richland, Pa............. 
Meyer Shoe Co..........-.000 Weilsville, Pa............ 
Lititz Shoe Co., Inc.......... i  SeaeSaae 

A. J. Beford Shoe, Inc....... TT, .. ocbdcevecce 
Bedford Shoe Co., Inc........ SRS 
M. A. Packard Co............ Brockton, Mass.......... 
Pro ‘Shoe Co., Inc............ Milwaukee, Wis.......... 
Copeland & Ryder Co........ Jefferson, Wis........... 
Wall Streeter Shoes.......... No. Adams, Mass........ 


G. H. Bass & Co..... 
Banner Slipper Co. 


Kelldon Footwear. Inc. 





acest 6a Wilton. Maine 
eceeccesee New York City.......... 
New York City.......... 


Jung Shoe Mfg. Co...........Sheboygan, Wis........_ 
Goding Shoe Co., Inc......... ge SIGNER. 
Adams Shoe Co.............. Adamsdale, Pa.......... 


Carolina Maid Products, 
Daly Bros. Shoe Co. 


~~ & Yungel Shoe Mfg. 


Inc..Granite Quarry. N. C... 
See Harrisonbirg. Va........ 
Miller & Bergmann.......... New York City 


aan éeuewesneeceek o4an Harrisburg. Pa.......... 


Newcomb-Anderson Hdwe. Co. Rochester. 
Laconia Shoe Co.............. Laconia, N. 
A. Werman & Sons. Inc. 


Mrs. Day’s Ideal Baby Shoe 

TM dunt dubavetpdiebedée all Danvers, Mass........... 
Shields Slipper Corn... SS i Tvs cc cccecce 
Frank H. Pfeiffer Co.. Inc....Woreester, Mass......... 
Faleon Shoe Mfe. Corn....... Long Island Citv, N. Y... 
‘A. S. Kreider Shoe Mfg. Co.. Elizabethtown. Pa........ 
Owen Lawton Shoe Co........ Lewiston, Maine......... 
Stetson Shoe Company, Inc...So. Weymouth, Mass.. 
Fein & Glass, Inc.......... fe iS OE 
Victory Shoe Co.......... «eee St. Louis, Mo............ 
Wear Best Footwear, Inc..... Brooklyn. N. Y.......... 
Nature Footwear Corp..... «+» Brewer, Maine........... 
Johnson. Stephens & Shinkle 

RE Si Aide cididcc cnevcbnt Bs Pe, - BR ccciccccwee 
Rraver Bros. Shoe Co......... ae 
Marilyn Shoe Company....... Milwaukee, Wis......... 
Johansen Bros. Shoe Co., Inc..St. Louis, Mo........... 
Mershall, Meadows & Stewart, 

DA na tndedd Mr eaves cee dsee Auburn, N. Y........... 
Capitol Shoe Mfg............. Brooklyn, N. Y......... 
Sun Shoe Manufacturing Co.. Chicago, Ill.......... 
The Edw. Mathews Guild... .. Boston, Mass,............ 
Kessler Shoe Mfg. Co........ Baltimore, Md........... 


Styles Styles 


1942 1943 
76 69 
184 28 
14 12 
1 1 
32 6 
37 24 
175 132 
4 4 
17 11 
250 85 
200 50 
14 10 
56 15 
20 15 
80 18 
10 4 
7 2 
63 44 
133 45 
59 28 
30 12 
36 15 
153 24 
22 10 
51 28 
10 1 
125 40 
116 47 
173 91 
25 6 
1 1 
164 81 
106 26 
12 3 
15 5 
60 6 
10 4 
51 20 
36 20 
58 21 
66 35 
165 43 
25 10 
40 8 
10 2 
55 24 
10 5 
162 99 
250 50 
2 2 
16 9 
60 15 
143 58 
80 37 
2 3 
585 100 
135 24 
94 38 
12 5 
4 4 
33 il 


Styles Styles 
Name City and State 1942 1943 
Huber Slipper Co............. Mstetem, TE sc cccccccvese 100 25 
The Charles Meis Shoe Mfg. 
ey ea res. Cincinnati, Ohio......... 32 20 
Tobin-Hamilton Co., Ime...... + a . Ue ccsccecde 39 14 
M. H. Bachman Shoe Co. .... Middletown, Pa.......... 28 19 
Rice O'Neill Shoe Co......... St. Louis, Mo........... 136 69 
Beck TrotReee .....ccccccsses Amarillo, Texas.......... 15 1 
Olsen-Stelzer Boot Co.. ...Henrietta, Texas....... 82 35 
Rope-Soles, Inc............ ..New York, N. Y......... 10 4 
Braunson Manufacturing Co.. Milwaukee, Wis.......... 50 10 
NG AEE SS Orwigsburg, Pa.......... 51 14 
G. C. Blucher Boot Co....... Olathe, Kans......... Kee 40 1 
California Leisure, Inc... Los Angeles, Cal...... ne 24 7 
Charles A. Eaton Co.......... Brockton, Mass...... RES 35 8 
Buckingham & Hecht........ San Francisco, Cal....... 150 30 
G. W. Chesbrough............ Rochester, nec edees 21 7 
Huette Shoe Mfg. Co......... Constantine, Mich....... 1 1 
_. . Slipper Co......... . Norwalk, Conn........... 28 12 
Ph MEd ccunsecetceee SS ee Pe 198 48 
Beh iy BS Ecccccccccevce Freeport, Maine......... 6 2 
Grand Slipper Co., Inc........ Brooklyn, N. Y....... sch 4 2 
Daniel Green Co.............. Dolgeville. N. Y.......... 267 74 
Keystone Slipper Co.......... Philadelphia, Pa....... : 50 1 
Miller, Hess & Co., Inc....... Akron, Pa......... oceee 38 26 
The Green Shoe Mfe. Co...... Boston, Mass........... 35 16 
A. N. Wolf Shoe Co......... SD, Mine 6g b06e0seun 34 12 
Endicott Johnson Corp....... ES 4 OPS ee 15 10 
Small Abbott Co., Inc........ Freeport, Maine......... 5 2 
Shapiro Bros. Shoe Co., Inc...Auburn, Maine.......... 4® i4 
Curtis Shoe Co., Inc.......... Marlboro, Mass........... 58 35 
Gloria Shoe Co., Inc.......... Se EN le Beccwess 14 . 
SS New York City.......... 40 5 
Fulton Leather Goods Co.....New York City.......... 23 7 
“Skippy” S & S Co., Inc.....New York City.......... 5 2 
New York Baby Shoe Co.....Brooklwn. N. Y.......... & 4 
Charilsam Footwear Corp... .New York, N. Y......... 30 6 
Excellent Footwear, Inc....... New York City..... sen 4 1 
Winchell Shoe Mfg. Co.. TS Oa 50 89 
United Slipper Co............ Bridgeport, Conn......... 18 12 
Joseph T. Wood Co........... Ware, Mass......... de 28 8 
Rosenthal & Doucette, Inc.... Beverly, Mass............ 260 50 
Rockingham Shoe Co......... Newmarket, N. H....... 31 7 
Sherman Bros. Mfg. Co.......South Norwalk. Conn... 6 4 
M. Cohen & Sons Shoe Co.... Brooklyn, N. Y.......... 4 4 
Johnston & Murphy.......... Newark, N. J...... jae 72 26 
Virginia Shoe Co............. Fredericksburg, Va....... 52 19 
F. S. Elam Shoe Co.......... Rochester, N. Y......... 11 { 
Fikany Shoe Company of 
Be We EBs coccesecene Rochester, N. Y........ 14 4 
F. Brown Shoe Co., Inc......Allentown, Pa........... 37 3 
Monarch Shoe Co............. Athol, Mass.. .. iene ted 44 29 
Webster Shoe Corp..........+ Webster, Mass.......... 47 9 
The Hanover Shoe, Inc.. .»Hanover, Pa..........--. 102 58 
GS See Ward Hill, Mass........ 61 23 
Jerro Brothers............s0¢ New York, N. Y......... 275 40 
i Si pndaNnecedebenscsees New York, N. Y al 25 ‘ 
Maidwell Shoe Co., Inc.......New York, N. Y....... 10 3 
Palter De Liso.............++ New York, N. Y....... 60 16 
PE Mike rcccecccetobess Brooklyn, N. Y......... 19 4 
Cosmos Footwear Corp.......Brooklyn, N. Y.. 14 2 
Commonwealth Shoe & Lea. 
i bendhbienedey dé.0% etc ee Whitman. Mass 104 63 
Harwood Shoe Co., Inc. Lynn, Mass...... 7 3 
Olympic Shoe Co......... Lynn, Mass 30 26 











Additional Washington News 


Boots for Civilian Defenders 
THE Office of Civilian Defense has been authorized to 


get ration certificates for men’s rubber boots by Amend- 
ment No. 1 to OPA Ration Order 6A. Application must 
be made directly to OPA in Washington. By the amend- 
ment the certificates are made available specifically for 
the purchase of rubber boots to be supplied by OCD to 
people who need them in performing essential services 
sponsored by OCD. Previously, OCD was not eligible 
for certificates under the rationing regulations. 

OPA also clarified the procedure for refunding rubber 
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footwear ration certificates to customers who return 
unused rubber boots or rubber work shoes to retailers 
by Amendment No. 2 to Ration Order 6A. The amend- 
ment specifies that, in full refund transactions, the 
retailer must return the customer’s original ration cer- 
tificate if he still has it on hand. No endorsement is 
required. 

However, if the certificate which was surrendered at 
the time of purchase is not on hand, the dealer may give 
the customer any available certificate valid for the 
same type and quantity of rubber footwear returned. 

[TURN TO PAGE 76, PLEASE] 
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Additional Time Given 


On Play Shoe Types 


WASHINGTON, D. C.—Manufacturers 
will be granted until August 15, an ad- 
ditional month, to complete and ship 
as non-rationed, certain shoes made 
with rubber in the soles, the Office of 
Price Administration has announced. 

Manufacturers had previously been 
given until July 15 to dispose of the 
affected stocks without collecting ration 
currency, but it was found that more 
time was needed to complete shoes al- 
ready in process. 

Today’s action, specifically permits 
shoes made wholly of materials other 
than leather (except for permitted use 
of leather top lifts) to be sold as non- 
rationed if they are completed, pack- 
aged, and shipped from the factory be- 
fore August 16, 1943, and if the soles 
are of one of these constructions: 

(a) Soles made principally of rope, 
fabric, or fibre in which rubber is used 
primarily as a binder; 

(b) Soles made principally of wood, 
in which rubber is used only as toe or 
heel inserts and covers not more than 
25 per cent of the area of the bottom of 
the sole. 

The same amendment also redefines 
the types of Mexican-made shoes that 
may be sold non-rationed if they were 
released by the Collector of Customs 
before June 1, 1943. 

Previously, Mexican huaraches were 
designated as non-rationed if released 
before June 1, but since oxford types of 
huaraches were not mentioned, there 
was some misunderstanding regarding 
the status of these shoes. To clarify 
the original provisions, the amendment 
adds imported huarache oxfords to the 
types of Mexican shoes specified. 

The new provision permits these ox- 
ford type huaraches to be sold ration- 
free only if they were released by the 
Collector of Customs before June 1, 
1943. Only a small number of Mexican 
huarache oxfords were imported be- 
fore then, and this amendment allows 
any such shoes remaining on dealer’s 
Shelves to be sold non-rationed. Like 
the standard huaraches, however, any 
such oxfords released by the Collector 
of Customs after May 30 must be 
Stamped with the date in one shoe 
of each pair, and are rationed. 


Stephen Lukas Joining Service 


New York—Stephen Lukas, East 
Coast sales representatives for Spring- 
step, Inc., New York City, has been 
inducted into the Army and will report 
for duty on Aug. 4. 

Mr. Lukas, who came to this country 
in 1939 from Budapest, has worked in 
Various phases of the shoe industry. 
Shortly after his arrival here, he be- 
fame associated with the newly-estab- 

Springstep, Inc. He has always 
favored quality footwear with a special 
thie and has tried to bring this influ- 
@ice into the manufacturing of casual 
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ROCKABYES * ROCKABYE BABIES 





THE COMFORT PLAYSHOE OF THE YEAR 
RATION FREE—MADE OF WOOD 





REAL COMFORT: 


Shaped to cradle every inch of the foot 
in comfort. they have “rocker bottoms” 
that follow the rocking motion of the 
foot at every step. 


ARCH UPLIFT: 


The only piayshoes scientifically curved 
for firm arch uplift. 


BAREFOOT FREEDOM: 
A unique hollow conforms to the ball 
of the foot for a free. natural walk. 


PATENTED LACING DEVICE: 
The cord drawn _ through the shoe is ° 
edjusteble laces. o 


gene heer ge AND DURABLE: 
satin-finished wood. they 
nat no more than ordinary shoes. 





MINIMUM ORDER ROCKABYES 
One case (36 pair) 


MINIMUM ORDER ROCKABYE BABIES 
One case (48 pair) 


Lacings assorted. solid and multicolor 


Forcer anything you've 
ever seen in a wood shoel 
ROCKABYES are truly differ- 
ent... made scientifically for 
the support and comfort of 
walking shoes, with a sur- 
plus of eye-appeal. That's why 
they're winning applause in 


leading stores! 





*Prices mus 
Covered ~y o s. PATENT 


STAGE YOUR PROMOTION NOW 


rol mn dats 


peak of the 


selling season 


READY FOR IMMEDIATE DELIVERY 





ANNADO 


MANUFACTURING CO. 
115 4th AVE., BROOKLYN, N. Y. 























































WE’RE CREATING 


EVEN MORE DEMAND 
FOR 


Last year we took steps to meet the big demand 
coming. The result is that FOOTLETS dealers are 
now making sales records with perfectly constructed, 
accurately sized, promptly delivered Footlets in a 
broad range of fabrics, styles and prices. 


For Fall, we now have ready for your selection new 
styles in Footlets—part wool constructions, sueded 
rayons and other fabrics—a complete line, which 
we are sure you will welcome for the all-year-round 
Footlets market. See them soon. 


And Footlets national advertising, already reaching 
millions of women every month, is being increased. 
Mary Margaret McBride is selling Footlets for 


By the makers of RANDOLPH KNIT Socks & Anklets 
and TRU-LAST Square Toe Children’s Socks 


J. W. LANDENBERGER & CO. castor ave. at Kensington, Philadelphia, Po. 


The Original and Genuine 
Patented Foot Socks 


you over WEAF — more publication space 
and more dealer helps will add to your sales. 


Start now to concentrate your selling on Foot- 
lets—take advantage of Footlets leadership, 
recognition and quality to build a steadily 
rising business. 


@Leok for Patent Numbers 
1830471 and 2038844 on 
every package. We are the 
s of these patents. 

Scone of uncertainty of de- 
livery of materials necessary 
for the production of Footlets 
we suggest early ordering of 
your requirements while 
stocks are adequate. 











Additional Washington News 


[CONTINUED FROM PAGE 74] 


The dealer. must endorse this certificate by writing on 
the back the name and address of his establishment, the 


word “to,” and the name of the customer. 
¢ A a * 


Ceiling Raised on Hardwood Heels 


|NCREASES in manufacturers’ ceiling prices for fin- 
ished hardwood heels and hardwood heel blocks—prod- 
ucts going into a large part of women’s shoes manufac- 
tured today—are allowed through a new OPA price 
regulation, No. 420, so that the industry may meet 
severe increases in direct costs of production. Where 
higher prices are permitted they will represent in the 
prices of finished heels increases of approximately 15 


per cent over existing ceilings. 


OPA concluded that both an increase in the cost of 
living and a reduction in the supply on an essential 
commodity would occur if price increases were denied 
the wood heel industry, because the shift to leather heels 
would result in pressure for sizeable increases in manu- 
facturers’ selling prices, which would in turn be passed 
on to the consumer. Also, the supply of substitute heels 
would fall far short of needs, since both leather and 
leatherboard are extremely critical materials and facili- 


ties for making heels from these materials are limited. 
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Two basic sets of specific maximum prices are sup- 
plied by the regulation. Base block prices are provided 
for those manufacturers who turn hardwood lumber 
into heel blocks. The second set of prices applies to 
finished hardwood heels, those which have been finished 
by adding coverings and toplifts to the turned blocks. 


In addition to the basic prices, the regulation env- 
merates “extras” which may be added to the ceilings 
for all variations in terms of style, unusual sizes or 
widths, and additional operations in turning or finish- 
ings. OPA’s action follows its request to the industry to 
state the items for which specific prices would be nec- 
essary and to recommend prices for the items. OPA 
also conducted an independent investigation. 


* * * 


Untanned Hides for Moccasins in Bulgaria 
MANY Bulgarian peasants have been wearing mocca- 
sins made of untanned hides, mostly pigskin. The use 
of untanned leather for this purpose is regarded as 
wasteful, however, and governing authorities are trying 
to persuade or compel the peasants to trade in such 
hides and obtain moccasins of properly prepared hides, 
the Department of Commerce also reports. Any farmer 
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Middle of the Road 
Merchandising 
[CONTINUED FROM PAGE 30] 


When questioned about his ideas on 
the subject of Number 18 coupon, Mr. 
Leinson predicted that it would be 
spent primarily for dark shoes—“and 
who’s equipped to sell darks so early?” 

The situation with regard to the 
shortages of children’s shoes is ex- 
tremely serious, thought Mr. Leinson. 
Perhaps some sort of play shoe or un- 
rationed shoe for children might be the 
solution, if there were some assurance 
that it would give the growing foot 
plenty of needed support. 

This department is located on the 
main floor of the Wallace Company, 
right behind the main floor elevators. 
A dark neutral carpet contrasts ef- 
fectively with blond maple fixtures and 
chrome steel chairs upholstered in red. 
A number of display cases with curved 
sides are placed at intervals throughout 
the department. The chairs are set 
against a wall; above them are shadow 


boxes used for display of popular 
types; behind this wall is concealed 
stock. The wall itself is beige. The 
main floor department houses the 


women’s and children’s stock of shoes; 
a similar department in the basement 
specializes in men’s and boys’ shoes, 
although shoes for women and children 
are carried here also. “I want to con- 
vert this basement department event- 
ually into a men’s and boys’ depart- 
ment,” stated Mr. Leinson, “without 
eliminating the characteristics of a 
downstairs department.” 

The department has lost four em- 
ployees to the armed forces. These have 
not been replaced, since Mr. Leinson 
feels that his regular men can handle 
the business. As he puts it, “I’d rather 
have a few good clerks to take care of 
the trade than have a number of in- 
experienced salespeople in my depart- 
ment.” This is not too difficult, since 
Thursday, the biggest day from a sales 
standpoint, when the store is open at 
night, has its sales spread out 
throughout the day. He has put on a 
number of high school students as ex- 
tra help, however. “The only trouble 
with them is that they stay with you 
until they’ve been broken in; then they 
quit.” Training of these extras consists 
of putting them to work first at the 
desk, tending to packaging and stock. 
They are then taught to read sizes 
tnd how to approach a customer. A 
ittle later they are put on the floor on 
their own, under the constant super- 
vision, however, of an experienced 
clerk who checks the fit. 

Grading up has been terrific since 
tationing. Mr. Leinson estimates it as 
anywhere between 50 per cent and 300 
per cent of retail prices paid before 
rationing. “It’s not altogether due to 
tationing,” he explains; “many cus- 
tomers who are now working at the 
tity’s two defense plants have more 
Money than they’ve ever had before. 
We can tell it from the amounts of the 
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It is upon the number of oper- 
ations, the time factor in the 
operations, the choice of the 
tanning materials essential to 
operations, and the final, but 
not the least important influ- 
ence in the success of opera- 
tions — experience, that the 
desirability of sole leather 
largely depends. On all counts 


KISTLER SOLE LEATHER 
A Balanced Tannage 


stands high. If you are offer- 
ing men’s shoes to your trade 
which are protected in respect 
ta styling, comfort, moisture 
resistance and wear by this 
bottom stock, you are servic- 
ing customers in a way which 
will add to your profits. 

















WESTERN DEPARTMENT 1012 NORTH THIRD STREET, MILWAUKEE, WISCONSIN 


checks these war workers bring to us 
to cash for them.” The store’s best 
business for the season, as is to be 
expected, has been on a spectator pump 
with closed toe. “We were lucky in 
having ordered a substantial number 
of spectators before the order pro- 
hibiting their manufacture became 
effective,” Mr. Leinson explained. 

The department awaits its turn in 
getting window space for display, since 
the store has only limited window 
space. It can count on four days a 
month for a regular window, although 
spots are available at all times. De- 
partmental displays, however, are best 


from the standpoint of results. 

The department has witnessed a 
spurt in sales of walking types on 
12/8 and 14/8 heels. This is not due 
entirely to rationing, however, it was 
explained, but should be considered as 
part of a trend to more sensible shoes 
that has been evident over the past 
year. 

The Wallace Company’s shoe busi- 
ness is a friendly business, exemplified 
by the fact that Mr. Leinson, himself, 
spends a good portion of his time on 
the floor and knows his customers well 
enough to call them by their first 
names. 











MORE WALKING 
FEWER SHOES 


SHOEMEN FIND A 
HAPPY SOLUTION 
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ANYTOWN -— Any day — The 
Country over, it’s the same story 
More people than ever are depending 
on their own two feet to get them to 
the job and keep them on it...and they 
are finding that their feet need help. 


At the same time, shoemen are find- 
ing it hard to maintain enough sizes 
on their shelves to sell. 


The solution, found by many mer- 
chants, has been the agressive sale of 
Trimfoot Foot Relief appliances. They 
satisfy a comfort hungry public and 
provide good unit sales where sales 
are needed. Write today for your copy 
of the Trimfoot catalog. 


WPB Names Calf Leather 
Advisory Committee 


WASHINGTON, D. C.—The War Pro- 
duction Board announced the forma- 
tion of the following Calf Leather Tan- 
ners Industry Advisory Committee. 

Government Presiding Officer: Har- 
old Connett. Committee members are: 
George B. Bernheim, R. Neumann & 
Co., Hoboken, N. J.; Carl F. Danner, 
American Hide & Leather Co., 17 East 
St., Boston, Mass.; David B. Eisen- 
drath, B. D. Eisendrath Tanning Co., 
Racine, Wis.; Edwin A. Gallun, A. F. 
Gallun & Sons Corporation, Milwau- 
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New Trimfoot 210, 
shown here, has been 
especially designed for 


today’s “‘heavy duty”’ 
needs. Sturdy leather 
tops and linings give 
it toughness without 
sacrificing lightness 
and flexibility. Your 
cost $9.00 per doz. 
Retail $1.50 per pr. 
Send for sample on 
memo billing. 
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TRIMFOOT 
FOOT 
RELIEF 


TRIMFOOT 





COMPANY 
TERRACE 
MISSOURI 


TRIMFOOT 
FARMINGTON 


kee, Wis.; George J. Hiteman, Hiteman 
Leather Co., Inc., West Winfield, N. Y.; 
Milton Hubschman, E Hubschman & 
Sons, Inc., 415 North Fourth St., Phila- 
delphia, Pa.; V. G. Lumbard, The 
Ohio Leather Co., 1052 North State St., 
Girard, Ohio, and R. L. Winans, A. C. 
Lawrence Leather Co., Peabody, Mass. 


Frank Davis Cook 

MEMPHIS, TENN.—Frank Davis Cook, 
prominent Memphis shoe dealer, died 
at his home recently after a long ill- 
ness. He was one of the founders of 
the old Bootery and of Cook & Love. 
He was 55 years of age. 














Meat Crisis and the 
Hide Situation 


[CONTINUED FROM PAGE 50} 


tendency began to develop in the middle 
of July was reflected by cattle receipts 
at the principal livestock markets which 
were substantially greater than a year 
ago. Observers have been inclined t 
draw a parallel with the rapid and 
startling shift from shortage to over. 
supply in hog markets. It appears that 
hogs were held back as long as possible, 
but the inevitable need for marketing 
the Spring crop eventually resulted ip 
the heaviest hog shipments ever 
reached. There is good reason to be 
lieve that the supply of cattle and 
calves made available to the packing 
industry will also expand tremendously 
in coming months. 

Although the long range prospects 
are favorable and point to hide and 
skin supplies adequate to meet mili- 
tary, industrial and civiian needs, sup- 
plies for the near term represent a 
serious problem. The higher slaugh- 
ter which well-informed observers ex- 
pect in August and September cannot 
give tanners the hides and skins needed 
today. Furthermore, when larger sup- 
pies of hides do reach tanners several 
weeks or months may intervene before 
actual deliveries of leather can h 
stepped up. 

Tanners will have less leather avail- 
able for shoe manufacturers and others 
during practically all the second half of 
1943. According to data compiled by the 
Tanners’ Council, the total production 
of cattlehide leather in the first five 
months of 1943 compared as follows 
with prior years. 

Average Monthly 
Production Cattle- 
hide Leathers 


1943 (five months.. 2,409,000 


1942 2,569,000 
SE eG ; 2,343,000 
= «Tice >és chee 1,756,000 
1939 1,841,000 
With a reduction of 30 per cent from 
the 1942 average, output in the third 
quarter would reach 1,810,000 hides 
monthly. 


Will the recent directives of the War 
Production Board entail any decline in 
shoe production? In all probability 
average shoe production during the see- 
ond six months of 1943 will be lower 
than in the first half. So far this year 
output has been remarkably well sus 
tained with a total for the first half, 
according to Tanners’ Council est 
mates, of 231 million pairs, or an aver 
age of more than 38 million pairs 
monthly. Deducting production of shoes 
for government account the output m 
the first half would be equal to more 
than 400 million pairs of civilian shoes 
annually. The latter figure wil! hardly 
be reached, but even with some redut- 
tion in shoe manufacturing activity 4s 
a result of present leather prospects, 
the cumulative output at the end of 
December will still exceed the most 
optimistic forecasts at the beginning of 
the year. 
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Campaign Begun to Retain Shoe Standards 





Large Manufacturers Fear Effect on Public Confidence of Increasing 
Belief that All Good Leather Has Gone to War . . . Strong 
Action Taken by International Shoe Company 


Sr. Louis, Mo.—Because of the wide- 
spread use of such wartime slogans 
as: “Quality has gone to war,” and the 
frequently heard remarks among shoe 
people such as: “All shoes regardless 
af price are just alike today,” “The 
government has taken all the good 
soles,” etc., the large shoemakers of 
America have become concerned over 
the possibility of a general breakdown 
in the public’s appreciation of quality 
standards in footwear. These stand- 
ards, which manufacturers have spent 
years in establishing not only in the 
minds of dealers but also in those of 
the consuming public, might well be 
one of the casualties of war these com- 
panies feel, if the shoe manufactvring 
industry in this period of abnormal de- 
mand, succumbs to the temptation to 


achieve larger production by using 
shoddy or inferior materials. 
Though the industry is operating 


wider government restrictions whereby 
most soles and upper leathers of mili- 
tary weight and quality are set aside 
for the armed forces, this does not 
mean, it is argued, that all good leather 
and other shoe materials have gone to 
war. Good shoes with real wearing 
Values still can be produced. And cer- 
tainly all shoes today are not alike as 
te quality, wear, fit and comfort. 
Foreseeing the danger to the entire 
shoe industry, should a general lower- 
ing of production standards occur, In- 
ternational Shoe Company has taken 
the lead in dealing with the problem by 
directing a pledge of quality to shoe 
Mayers through full page advertise- 
Ments in 53 metropolitan newspapers 
ad 60 papers in small towns in which 
liternational plants are located. The 
list further includes three financial and 
business papers—a total of well 
Wer 12,000,000 readers. Through care- 
ful selection, every major trading area 
Reach of the twelve Federal Reserve 
icts was covered. 
Headed, “A Vital Message to all Shoe 
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Buyers” and signed by Frank C. Rand, 
Chairman of the Board, and Byron A. 
Gray, President, the copy reads: 

“Because there has been considerable 
misunderstanding regarding the qual- 
ity of shoes now available to civilians, 
it is important that you become ac- 
quainted with the facts. 

“Perhaps this message from Ameri- 
ca’s largest manufacturer of shoes will 
be helpful to you. 

“At present, our Government has 
first call on shoe materials. Millions of 
pairs of shoes are being manufactured 
annually for our armed forces. These 
shoes are built according to rigid gov- 
ernment standards. Only the best ma- 
terials and skilled workmanship are 
suitable. Neither you nor we would 
have it otherwise. Victory demands it. 

“But—does that mean good shoes— 
dependable shoes—are not to be had 
by civilians? 

[TURN TO PAGE 89, PLEASE] 





Keep the Confidence 
Of Your Customers 


In an article entitled “Sidelights on 
Sole Leather,” published in the,June 1 
issue of BOOT AND SHOE RECORDER, 
this publication emphasized the fact 
that, notwithstanding the exacting re- 
quirements of the armed services, it is 
erroneous to assume that the best grades 
of all kinds of sole leather are preempted 
for military purposes, or that the types 
of sole leather not taken by the armed 
forces must necessgrily be inferior. 

“Trade emphasis," said that article, 
should certainly veer away from need- 
lessly discounting and deprecating pres- 
ent quality.” Being thus strongly con- 
vinced of the desirability of maintaining 
quality and service standards as far as 
possible in wartime, and of the benefits 
that will accrue from retaining customer 
confidence in such standards, the RE- 
CORDER is gratified to find its view sup- 
ported by such an important factor in 
the industry as the International Shoe 
Company. 


Shoe Production 
Continues to Drop 


PRODUCTION OF BOOTS. SHOES, AND 
SLIPPERS. OTHER THAN RUBBER 
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WASHINGTON, D. C.—Production of 
shoes of leather, other than those made 
under government contract, continues 
to decrease. In reporting on May pro- 
duction, the Bureau of the Census of 
the U. S. Department of Commerce, 
says that during that month 6,899,314 
pairs of men’s civilian shoes were made. 
This total includes both dress and work 
shoes. In April of this year, 7,819,407 
pairs were manufactured, while in May, 
1942, the production was 8,530,469. 
The January-May comparison shows a 
production this year of 36,814,536 pairs 
as compared with production in 1942 of 
47,070,468 pairs, a decrease of approxi- 
mately 22 per cent. 

The only class of footwear which 
shows an increase in this five-month 
period is youths’ and boys’. Production 
of these shoes, from May to June, 1943, 
totaled 7,642,732, 5 per cent ahead of 
the same period in 1942, though in this 
year May production of 1,468,070 pairs 
was 7 per cent below the level of April, 
the preceding month. 

The downward slide is steady in 
women’s footwear. Output in the Jan.- 
May, 1942, period, was 81,883,955 pairs, 
whereas in the same period this year it 
was off 12 per cent to 72,075,739. May, 

[TURN TO PAGE 88, PLEASE] 
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Boston, Mass.—Destined for, and 
dedicated to, Admiral Chester W. 
Nimitz, Commander-in-Chief of the Pa- 
cific fleet, U. S. Navy, the millionth 
pair of navy shoes made by the Curtis 
Shoe Company since the outbreak of 
the present war, was recently pre- 
sented to Rear Admiral William J. 
Carter, at the Curtis’ Marlboro, Mass., 
plant. 

Accepting the millionth pair of Cur- 
tis-made regulation black navy oxfords, 
Read Admiral Carter stated that the 
shoes would reach his superior officer, 
somewhere in the Pacific battle area, 
adding the hope that the toe of the 
right shoe would ultimately be planted 
forcefully in the “right spot on the 
anatomy” of a certain Japanese war- 
lord. The rear-admiral then expressed 
the gratification of the U. S. Navy at 
the exceptional production record shown 
at the Curtis Shoe Company factory. 

Invited guests, including Rear Ad- 
miral Carter, Capt. W. A. Best, Lt. 
Commander J. E. Doron, all U S. N.; 
Lt. R. P. Collins, U. S. Coast Guard; 
Major W. N. Eagan, U. S. A.; Judge 
James M. Hurley, Gov. Leverett Salton- 
stall and aide Brig. Gen. Wm. J. Ke- 
ville; Mayor Michael Cronin of Marl- 
boro, inspected the Curtis plant prior 
to the program of presentation. 

John A. Curtis, president of the firm 
delivered a welcoming address to the 
guests at the celebration, followed by 
Judge Hurley of the Marlboro District 
Court as Master of Ceremonies. Then 
Gov. Saltonstall formally congratu- 
lated the Curtis management and work- 
ers on the attainment of a product’on 
schedule so vast as to have reached 
the millionth pair of Navy shoes within 
two years, and spoke of Massachusetts’ 
pride in its “Old line” industries as 








Admiral Receives the Millionth Pair 





Left to right—Midshipman Donald P. Curtis, John A. Curtis, Rear Admiral William 
J. Carter, Governor Leverett Saltonstall, Brigadier General William J. Keville, 
Charles W. Curtis and Mariboro's mayor, Michael P. Cronin. 


represented typically by the four-gen- 


eration-old Curtis shoe concern. 

On the speakers’ platform employees 
chosen by their fellow workers to repre- 
sent them, included William B. Ken- 
nard, cutting room; Clifton Whitney, 
fitting room; Patrick Lynch, sole 
leather room; Thomas Bonin, lasting 
department; Joseph Sansoucy, bottom- 
ing room; Roscoe Cheney, finishing, 
treeing and stock departments. Promi- 
nent shoe manufacturers and tanners 
from many points in New England were 
among the guests invited to the cere- 
monies. 


Army Develops 


Plastic Insole 


WASHINGTON, D. C.—A new type 
plastic insole for the jungle boot whic 
keeps the foot dryer and at the sam 
time may te easily sterilized by wash. 
ing with soap and water has been de. 
veloped, it is announced by the War 
Department 

Developed by the Quartermaster 
Corps, the insole is made up of five 
layers of plastic screening, four of 
which are coarse mesh and the other 
one fine. This composition permits a 
maximum of ventilation between the 
foot and the rubber sole of the boot. 

Field tests have indicated that a 
sharp reduction in fungus foot diseases 
may be expected from use of the new 
type insole since it removes most of the 
conditions under which they thrive. Ip 
the tropics, where the feet are con. 
tinuously damp, as from perspiration, 
such diseases as athlete’s foot, Dhobie 
itch, Singapore foot, and Tinea are 
prevalent. 

Since the plastic insole is virtually 
non-absorbent and quick-drying, it lends 
itself to easy sterilization which is ef- 
fected by soap and water if no stronger 
disinfectant is available. In addition to 
these characteristics, the plastic insole 
is tougher, as well as more comfortable, 
than the types now in use. 





Travelers Plan Convention 


CuHicaco, ILt.—The Northwest Shoe 
Travelers’ Association will hold their 
Spring shve convention on Oct. 31, Nov. 
1 and 2 at the Dyckman Hotel, Minne 
epolis. A very large attendance of shoe 
buyers from the Middle West is ex- 
pected. For reservations, the chairman 
should be contacted: C. W. Sheldon, 
Room 626, Hotel Dyckman. 





John Curtis, Ill, fifth generation, hands the millionth pair of Curtis navy shoes te 
Rear Admiral Carter who promises they will be delivered to Admiral Chester W. 
Nimitz, Commander-in-Chief of the Pacific Fleet. 
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St. Paul Stores 


Stress Polishes 


Sr. PauL, MINN. — Polishes have 
come to the front, literally. Many of 
the shoe stores here have moved their 
displays of shoe restoratives and preser- 
yatives up where they will come under 
the eyes of all customers. 





This polish display is featured at the 

Kinney store in St. Paul. Customers at 

this store are shown how to use each 

type of polish in order to increase the 
wear of their shoes. 


At the Trade-Home store the sales 
foree is instructed to talk up the value 
a shoe polish to every purchaser of 
shoes. The longer life of the shoe, with 
the daily care and use of polish, is 
Stressed. In this store the findings 
ate displayed in several places. A spe- 
tal display corner which shows all 
Kinds of items for shoe care is directly 
infront of the customers’ fitting chairs. 
Special posters in red, white and blue, 
dtigned for the store, are displayed 
prominently. 

The Kinney store also stresses polish- 
Sheavily. Here the proper polish for 
Yatious types of shoes is shown to cus- 
ters, and they are shown how to use 
“th type of polish in order to get the 

wear out of shoes. A large dis- 
unit at the front of the store con- 
many kinds of polishes and other 
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shoe findings. Shoe trees, displayed in 
a separate unit, are strongly recom- 
mended. 

The Newman store emphasizes polish 
for preservation of leather to custom- 
ers with goods results. This store 
feels that encouraging the use of polish 
does the store as much good as the cus- 
tomer, inasmuch as the longer life of 
the shoe will bring a favorable reaction 
on the part of the customer to the mer- 
chandise of the store, and bring repeat 
sales. 

All shoe departments are showing 
displays of items for shoe care. Adver- 
tisements of shoes include articles for 
shoe care and suggestions for use. 


Levine Sells Interest in 
New York Shoe Business 


New York, N. Y.—Julius L. Levine, 
who has been associated with the shoe 
industry for many years, announces 
that he has sold his stock interest in 
the Beckerman Shoe Corporation of 
this city and that he does not expect to 
make a new business connection before 
the end of this year. Mr. Levine began 
his business career in the men’s shoe 
industry in Brockton, Mass., and came 
to this city in June, 1921. 
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This map, showing business conditions over the country for the month of July, was 
prepared by the Business Bulletin Division of La Salle Extension University, Chicago. 


CuicaGo, ILL.—The rate of business 
activity is still rising but in recent 
weeks the upward trend has been some- 
what less rapid than it was a few 
months ago, according to an analysis 
prepared by Business Bulletin Division 
of La Salle Extension University. 
Several indications point to the pos- 
sibility that business may be maintain- 
ed at relatively stable rates near to 
present levels. Marked changes in 
either direction are not likely although 
enormous war expenditures and large 
consumer incomes will tend to push 
business volume upward. 

The total volume of trade and indus- 
try as measured by financial transac- 
tions now averages about 30 per cent 
higher than it was last year at this 
time. The difference between the rates 
during the corresponding months of the 
two years has until recently been in- 
creasing. It will probably become less 
during the last half of this year, as the 
comparison will be with the unusually 
rapid expansion during the latter part 
of 1942. 

In spite of unfavorable weather con- 
ditions throughout the Spring and ear- 
ly Summer, the agricultural regions 
have been showing somewhat greater 
gains than have the industrial sections. 
Expansion has been greater in the 
West than in the East, although there 
are many exceptions among different 
communities and industries. A major 
cause of these differences is the fact 
that a-year ago industry in the East 
had already reached a_ level much 
nearer to plant capacity than it had 
in other parts of the country.” 

Shortages of labor and restrictions 
on the production of many consumer 
goods lines have slowed up the expan- 
sion of business in New Engiand and 
throughout several districts in the East 
as well as in the Southeast. Shortages 
of fuel and transportatidn difficulties 
have also tended to keep the rate of 
business activity from rising as rapidly 
as it has in many other sections of the 

country. Production of military sup- 





plies, shipbuilding, and the handling 
of shipments abroad have kept up the 
general average. Business volume in 
New York city has been recently mak- 
ing a letter showing in comparison with 
the national average than it has for 
many months. 

Conditions have become unusually 
varied throughout the South. Textile 
production has declined and military 
construction has been greatly reduced. 
Spending in connection with military 
camps is high, but the number of new 
troops being brought into the camps is 
not increasing as rapidly as last year. 
Business is better along the coasts than 
it is in the inland areas. 

Larger farm income has maintained 
high business volume throughout the 
Middle West. Even in the areas af- 
fected by floods business has held up 
surprisingly well. The future trend 
will be determined by weather condi- 
tions and crop prospects but unless the 
growing season is very unfavorable the 
outlook is for continued high business 
volume as the demand for grains and 
livestock products in going to increase 
considerably during the half of the 
year. 

Throughout the Pacific Coast region, 
business has increased more rapidly 
than in most other parts of the coun- 
try. In many cities the volume of trade 
is from 35 to 45 per cent higher than 
it was a year ago. The most signifi- 
cant are airplane manufacturing and 
shipbuilding. New steel mills and fac- 
tories producing munitions have also 
increased employment and boosted con- 
sumer incomes. 


Shippers Urged to Use Zone 
Numbers on Express Packages 


New York, N. Y.—To assist in the 
special zone number addressing system 
inaugurated by the Post Office, Rail- 
way Express Agency has requested 
shippers to include such numbers in all 
addresses on express shipments, it was 
stated recently. 








England Is Planning 


Volume Production of 


Wooden-Soled Shoes 


LONDON, ENG.—“Clippers,” the new 
wooden-soled shoes introduced by the 
British boot and shoe industry, wil] 
soon be on sale all over the country. 

For months scientific experiments 
have been made to discover the effect 
of them on the feet. Some investigators 
insisted that there must be a certain 
amount of resilience, and as a result, 
talks are now going on among doctors, 
shoemakers and the Board of Trade to 
decide what can be done to put the 
flexibility of leather into a wooden sole. 
There is, for instance, one type of shoe 
now on sale which has a “hinge” across 
the sole at an oblique angle. There are 
other suggestions, and whichever is 
adopted will see the beginning of large- 
scale production. 

The appearance of the women’s shoes 
now on sale is extremely smart, and in 
most cases has overcome the potential 
customer’s dislike of the idea of wood, 
Most of the types, too, are comfortable 
enough when they are tried on. The 
difficulty later experienced is that be- 
cause the soles are slightly curved they 
are apt to “roll” when they walk. 

More boots and shoes are to be made 
for children this season, and there will 
be fewer for men and women. Shoe 
manufacturers have reached this de- 
cision because there are not sufficient 
shoes being made to meet the children’s 
needs next Winter. 

Meanwhile boot and shoe stores all 
over the country are carrying on with 
greatly reduced supplies and many are 
now opening for only six half days a 
week; others open at the usual time in 
the morning and close down when their 
day’s quota is exhausted. Repairers, 
too, have difficulties other than poor 
leather. In order to conserve their fost- 
wear people are making a rush for rub- 
ber heels and soles and metal protec- 
tors. Rubber is, or has been, compara- 
tively unpopular in Britain as com- 
pared with the States, and there is no 
difficulty in having these fitted. But 
protectors are scarce. 

Dr. E. C. Snow, Controller of Leather 
Supplies, said recently that the utmost 
economy in the use and manufacture of 
boots and shoes is essential. “We are 
going to have a sticky time for quite a 
while,” he forecast. He was answering 
some questions arising from his talk to 
the London Conference of the national 
Federation of Boot Trades Associa- 
tions, when he told delegates that econ- 
omy would have to be exercised for 
some time after the war. 

The conference carried a resolution 
declaring that the Government control 
of the specification and production of 
utility boots and shoes should continue 
“as a permanent feature of post-wal 
organization of industry.” 
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Decrease in Sole Leather Predicted 





Merrill A. Watson Tells Repairers that Domestic Slaughter to Date 
Plus Unlikelihood of Import Increase 
Are Disturbing Factors 


Cuicaco, ILt.—“The tanning indus- 
try at present is operating with the 
smallest rawstock inventories on rec- 
ord, tanners are literally on a slaugh- 
ter-house to beam-house basis, and the 
number of hides put into process this 
year can be no larger than our domes- 
tic slaughter plus imports of foreign 
hides,” declared Merrill A. Watson, Ex- 
ecutive Secretary, Tanners’ Council of 
America, in a recent address before the 
National Leather and Shoe Finders’ 
Association. 

“In recent weeks,” he continued, “we 
have had some encouragement from 
shipping developments with the pros- 
pect that more tonnage was becoming 
available from allied successes at sea 
and the monumental achievement of 
our shipbuilding yards. On the other 
hand, the unfavorable turn in domestic 
slaughter, more than offsets the more 
optimistic outlook on shipping. Of 
course, this is not due to a shortage of 
cattle, since our herds are actually 
larger than in any previous year. Ship- 
ment of cattle to market and slaughter 
by the packing industry have declined 
as the net result of wide differences of 
opinion on desirable price levels and 
from the difficulties involved in price 
regulation. Many packers have found 
themselves in a dangerous dilemma be- 
cause pressure of demand has brought 
cattle prices so close to allowable meat 
ceilings as to preclude operation at a 
profit. In fact, as you probably know, 
many packing plants have been forced 
to curtail or shut down entirely in order 
to avoid certain loss. 

“In addition to the complications of 
price which have so seriously affected 
the inspected slaughter, there has been 
a concurrent development with serious 
implications for tanners. Greater pur- 
chasing power throughout the country 
has drawn cattle from normal market- 
ing channels and tended to increase the 
telative operations of butchers, farmers 
and small packers. While such slaughter 
may be perfectly legitimate it has this 
undesirable consequence from the tan- 





Dates to Remember 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 
August 23, 24, 1943 
Business Conference, National In- 
dustrial Stores Association, Hotel 
Frederick, Huntington, W. Va. 
September 19, 20, 21, 1943 
Business Conference, National In- 
dustrial Stores Association re- 
peated, Hotel William Penn, 
Pittsburgh, Pa. 
September 26, 27, 28, 29, 1943 





ner’s point of view: more cattlehides 
are removed by inexperienced and less 
skillfu! hands. Even though all such 


hides come to market eventually, their 


value and utility is less than the hides 


which are produced by established pack- 


ing plants. 

“In view of the reported improved 
shipping conditions the question has 
been repeatedly raised in the trade re- 
garding the possibility of increasing 
imports in order to make up the deficit 
resulting to the artificial reduction in 
our domestic slaughter. There is very 
little prospect that we can obtain more 
hides from abroad than the United 
States is currently purchasing in for- 
eign markets. Supplies in South Amer- 
ica and in Africa must meet the needs 
of Great Britain and of the United 
Nations as well as the United States. 
Moreover, the activity of local industry 
throughout Latin America has been 
expanding so that more hides are being 
consumed today in Argentina and Brazil 
and Cuba and elsewhere. From present 
indications, I would judge that our hide 
imports in ’43 may reach 5,000,000 and 
this would be a highly favorable quan- 
tity based upon the known demand for 
hides in foreign markets. 

“There is only one conclusion to be 
drawn from this cursory examination 
of the hide situation. 
will be produced in 1943 than a year 
ago.” 





Booklet Aids in Selling 
War-Time Footwear 


New York, N. Y.—In a new booklet, 
“War Time Facts,” the footwear divi- 
Sion of United States Rubber Company 
is bringing to dealers throughout the 
country important selling information 
on fabric rubber-soled shoes. This 
booklet, now being distributed through 
the branch selling offices of the com- 
Pany, gives retail sales people many 
helpful and practical hints on selling 
and fitting wartime footwear. It also 
fontains valuable facts they can pass 
on to customers on conserving the rub- 
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ber-soled shoes they have or may be 
able to buy. 

Since Pearl Harbor, United States 
Rubber Company has been furnishing 
retailers with a wide variety of mate- 
rial to help explain wartime shortages. 
A series of colorful posters, now being 
mailed, will show customers, through 
dramatic war illustrations, how rubber 
is being used for vital war products 
and why it is not now available for 
Keds, Keddettes, and colorful rubber 
Gaytees. A poster with the caption, 
“Where your Keds have gone,” for ex- 
ample, pictures a close-up of a jungle 
fighter, wearing special jungle boots 
developed by the company. 
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Even school shoes are rationed 
at three pairs per year per per- 
son, so the question of is 
more important than ever as 
the back-to-school trek begins. 


In planning your back-to- 
school shoe promotions, put the 
emphasis where it belongs. . . 
on CORRECT FIT. With style, 
quality and quantity pretty well 
standardized, it is ONE advan- 
tage you can promise parents 
who patronize your store or 
department... providing you 
are equipped to give superior 
fitting service. 

If you have an X-Ray Shoe 
Fitter, play it up in your back- 
to-school promotions. If you 
don't have one, you may still 
be able to get one, even 
though our production has 
been curtailed. 





X-RAY SHOE FITTERS 
* ARE “RATIONED” « 


Our production is still 
limited to current inven- 
tories of restricted parts 
and materials, so act 
promptly if you want to fea- 
ture X-Ray Fitting of School 
Shoes. Liberal E-x-t-e-n-d- 
e-d Terms still available. 


At) TS, 
X-RAY! 


SHOE FITTER %ac. 
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Shoeman Made Captain 


New York, N. Y.—Robert W. Gar- 
rod, Jr., secretary of the Garrod Shoe 
Co., was recently promoted to a cap- 
taincy in the United States Army. Capt. 
Garrod was graduated from the Coast 
Artillery School and from the Officers’ 
Candidate School. He is a specialist in 


electrical and anti-aircraft fire control 
and also a range director expert. 

Before entering the service, Capt. 
Garrod was graduated from the Uni- 
versity of Virginia. He is stationed in 
California. 
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Window Features “Four Freedoms” Theme 





Boston, Mass.—The attractive window display featuring the “Four Freedoms” 
is being used by 82 W. L. Douglas Shoe Stores throughout the country. This display 


Pe d in coop 
Post “Four Freedoms" 





ation with the U. S. Treasury Department—Saturday Evening 
Wear Bond Promotion. Employees of the W. L. Douglas Shoe 


Company are doing an outstanding job in selling and purchasing War Bonds. 





Big Order Placed 


For Service Shoes 


Boston, Mass.—Contracts have been 
awarded by the Army for 3,610,000 
pairs of Type 3 service shoes, it was 
announced recently by the Boston 
Quartermaster Corps. This is the bal- 
ance of an order for 4,845,120 pairs, 
contracts for 1,235,120 pairs of which 
were awarded last May. Current 
awards are: 

Craddock-Terry Shoe Corporation, 
81,906 pairs. Boston Athletic Shoe Co., 
24,000. Joseph F. Corcoran Shoe Co., 
38,000. Doyle Shoe Co., 34,050. G. P. 
Crafts Co., 24,000. R. P. Hazzard Co., 
60,000. Cannon Shoe Co., 90,045. 
Farmington Shoe Mfg. Co., 24,000. E. 
J. Givren Shoe Co., 30.000. Holland- 
Racine Shoes, Inc., 98,130. A. S. Krei- 
der & Son Co., 18,000. 

Commonwealth Shoe & Leather Co., 
25,200. Perry-Norvell Co., 25,200. J. 
Landis Shoe Co., 24,000. Bedford Shoe 
Co.. 24,000. Belleville Shoe Mfg. Co., 
49,650. A. S. Kreider Shoe Mfg. Co., 
18,000. Albert H. Weinbrenner Co., 
60,000. Wall-Streeter Shoe Co., 30,000. 
Mid-States Shoe Co., 54,000. Freeman 
Shoe Corporation, 84,000. John Pilling 
Shoe Co., 24,000. 

The William Brooks Shoe Co., 44,100. 
Hubbard Shoe Co., 32,016. Charles A. 
Eaton Co., 166,230. A. R. Hyde & 
Sons Co., 76,200. Curtis-Stephens-Em- 
bry Co., 18,000. J. F. McElwain Co., 
381,160. John E. Lucey Co., 40,050. 
The Gardiner Shoe Co., 24,000. Sam 
Smith Shoe Corporation, 36,018. Leon- 





ard & Barrows Shoe Co., 30,000. Daly 
Bros. Shoe Co., 60,030. Hill Bros. Co., 
40,050. Shelby Shoe Co., 44,100. Knapp 
Bros. Shoe Mfg. Co., 24,300. 
Endicott-Johnson Corporation, 479,- 
250. International Shoe Co., 670,335. 
Brown Shoe Co., 260,130. Brown Shoe 
Co., 260,130. A. G. Walton & Co., 21,- 
000. Jung Shoe Mfg. Co., 24,000. 
Bridgewater Workers’ Co-Operative 
Association, 24,000. Ascutney Shoe 
Corporation, 24,000. Allen-Squire Co., 
78,000. Chippewa Shoe Mfg. Co., 18 
000. Red Wing Shoe Co., 18,000. 


International Shoe Co. 
Reports Sales Increase 


St. Louis—The International Shoe 
Company, reporting for the six-month 
period ended May 31 of this year, dis- 
closes that “while sales in dollars in 
this period showed a slight increase, 
both shipments and production in pairs 
were reduced considerably from the 
volume attained in the corresponding 
period of the previous year. Shortages 
of materials continued, and shortage 
of man-power became more acute.” 

The report, signed by Chairman of 
the Board Frank C. Rand and Presi- 
dent Byron A. Gray, points out that 
“the company’s statement for the six 
months shows net income of $3,385,320 
as compared with $3,631,535 for the 
corresponding period last year. Net 
sales for the period amounted to $73,- 
166,418 against $71,618,682 for the first 
half of 1942. Earnings were $1.01 per 
share for the six months compared 
with $1.08 for the corresponding pe 
riod of 1942.” 
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Shoe and Leather Men on 
QMC Advisory Board 


Jersey City, N. J.—The appointment 
of 39 new advisors by the Quarter- 
master General is announced at the 
public relations office of the Jersey City 
Quartermaster Depot. These men, all 
well-known scientists and business men 
familiar with production and research 
problems, constitute what is known as 
the Advisory Board to the Research 
and Development Branch, Military 
Planning Division, Office of the Quar- 
termaster General. 

“These experts,” the announcement 
says, “will advise on problems of feed- 
ing, clothing and equipping the Army, 
with special attention to the develop- 
ment of synthetics, textiles, subsistence, 
coal, leather, rubber, packaging, trans- 
portation, warehousing, woods and 
metals for use of the Armed Forces, 
and will assist with counsel and advice 
m the Quartermaster Corps’ program 
of product design and manufacture.” 

Shoe and leather experts who have 
been named to this board are Robert 
€ Erb, general manager, J. F. Mc- 
Elwain Company, who will specialize 
® shoe production, quality and con- 
fol; and E. A. Gallun, president, A. F. 

mn and Sons Corporation, well- 
manufacturers of vegetable and 
throme-tanned leathers. 
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Capt. McAdoo Made Major 
Boston, Mass.—The promotion to 

Major of Capt. William N. McAdoo, 

Q.M.C., son of H. M. McAdoo, a former 





MAJ. W. N. McADOO 


partner in the McAdoo & Allen Welting 
Co., Quakertown, Pa., has been an- 
nounced by Col. Samuel I. Zeidner, 
Q.M.C., Commanding Officer of the Bos- 
ton Quartermaster Depot where Maj. 
McAdoo is the executive officer of the 
inspection branch. 

Maj. McAdoo was with the manufac- 
turing division of the McAdoo & Allen 
Co. prior to entering active duty with 
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Something New Has Been Added .. . 
“THE SHOE POLISH 
1S RIGHT IN THE CLOTH” 
Cleans ond Polishes in Jiffy Time 
SHOES & ALL LEATHER. 
Will not Scratch or Mar 
the Finest Leather Surface. 
The Polish Will Last As Long As the Cloth. 
ideally Suitable for the BOYS IN THE SERVICE. 
A "NATURAL" fer Every Home and Office. 





He. SH-10—Size Mel 7, Retails fer 1c 
We. SH-25—Size 2x7". Retails tor Ic 
he (0 St#—Combination Shoe Set 

Conteins two cloths size 12017" each 
Reteils tor 2% 






CHEMICAL PRODUCTS, 


t STREET. NEW YORK (¢ 


as a 2nd 


the Army in January, 1941, 
Lieut. of Field Artillery in the Penn- 
sylvania National Guard. Last October, 
as a Captain, he was transferred from 
Camp Shelby, Miss., to the Boston 
Quartermoster Depot. 

Maj. McAdoo’s home is in Fort 
Washington, Pa., where he was born. 
He was graduated from St. Paul’s 
School, Concord, N. H., in 1981, and 
from the Wharton Business School of 
the University of Pennsylvania in 1935. 





Harry C. Weiss 


CINCINNATI, OH1I0—Harry C. Weiss, 
40, director in the shoe and realty de- 
partments of the Dan Cohen Company, 
chain retailers with headquarters here, 
died today in Paducah, Ky., of a heart 
attack. 

He had gone to Paducah on a busi- 
ness trip for his firm. He suffered a 
heart attack during the night and was 
taken from a train at 4 A.M. today. 
Mr. Weiss died a few minutes before a 
plane rushing Mrs. Weiss, accompanied 
by his personal physician from - Cin- 
cinnati were forced down by a storm 
at Louisville. 

Physicians at Paducah said that he 
had suffered a heart attack on the 
train, although he was in good health 
when he left Cincinnati. 

He leaves two children. 
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FOOT BATHS 
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FOOT RELIEF OR MONEY BACK 


“Medicated Foot Baths” 
Recommended For Treatment of 
Athletes Foot, Corns, Callouses, and 
Sore, Tired, Aching Feet 
SOLD BY GOOD SHOE STORES 
$6.00 dez. Retail $1.00 


R. E BROWN 228 WN. Brand, Glendale, California 
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Army Buys Repair Materials 


Boston, Mass.—Contracts for large 


quantities of leather outsoles, leather 
innersoles, blocker-type felt insoles and 
rubber composition half taps have been 
awarded by the Army through the Bos- 
ton Quartermaster Depot, it has been 
announced. 

The International Shoe Company, 
also, has been given a contract to 
make 32,496 pairs of Type II service 
shoes at its factory in Claremont, 
N. H. 

The other contracts include 373,729 
pairs of leather outersoles; 2,614,112 
pairs of felt insoles; 210,930 pairs of 
leather innersoles; and 5,003,357 pairs 
of rubber composition half taps. 
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Shoe Sales Speeded Up 
By “Ration Desk”’ 


BIRMINGHAM, ALA.—A ration desk, 
manned by three girls, which handles 
all the paper work connected with a 
sale, including the ration certificate, has 





The ration desk in the women's shoe de- 

partment at J. Blach & Sons. This desk 

has speeded sales considerably in this 
department. 


proved a sound investment for the 
women’s shoe department of J. Blach & 
Sons, here, according to David Feine- 
feld, manager and buyer. Salesmen are 
relieved of all the time-consuming de- 
tails connected with filling out a sales 
ticket. This is done by the girls, leaving 
the salesmen to devote all their time to 
fitting customers and closing the sale. 
This is important at a time when busi- 
ness has been terrific, in fact about 
150 per cent ahead of last year accord- 
ing to Mr. Feinefeld. He works 12 sales- 
men in his department and he figures 
that the ration desk has been equiva- 
lent to the addition of at least three 
salesmen to his force. 

“When a salesman closes a sale, he 
turns the customer with the pair of 
shoes over to the ration desk,” ex- 
plained Mr. Feinefeld. “One of the 
girls at the desk makes out the sale 
ticket, since there is a sales book on 
the desk for each salesman. She then 
collects the ration certificate from the 
customer, makes a notation of this fact 
on the sales ticket, and turns the shoes 
over to the wrapper to be wrapped. The 
ration coupons are kept in a box in the 
department.” 

The Blach shoe department has been 
jammed with customers much of the 
time since rationing went into effect. 
Sometimes there is not seating room 
for all customers. Under such condi- 
tions it was necessary to speed up 
sales as far as possible. The ration 
desk achieved this result. It is located 
near the front entrance to the depart- 
ment and draws the customer out of 











the department as soon as she has 
made her selection. 

In accordance with OPA rules the 
department will not accept a loog 
ration certificate except on mail orders, 
Some customers forget to bring their 
certificates and this causes a delay, 
Layaways are not handled except with 
the ration certificate, and customers are 
requested to take the shoes out within 
30 days. 

One of the ration desk girls works 
in the office when the department is no 
busy. 





Tax Status of Salesmen 
Explained by Treasury 


NEw YorkK—In reply to a letter from 
Charles V. Havranck, secretary of The 
Boot and Shoe Travelers’ Association 
of New York, in which he inquired of 
the Treasury Department as to the 
manner in which the withholding tax 
should be applied to salesmen whose 
compensation is based on drawing ae- 
count or commissions, which may or 
may not include traveling expenses, the 
following letter has been received from 
Deputy Commissioner Timothy ¢ 
Mooney: 

“Amounts paid or reimbursements 
made to employees specifically for 
travel or other expenses incurred in 
the business of the employer are not 
subject to withholding. Thus, in the 
case of the salesman whose drawing ac- 
count includes an amount for his busi- 
ness and traveling expense, and in the 
case of the salesman on a strictly com- 
mission basis who finances himself, the 
withholding of tax should be made on 
the total amount of the drawing ac- 
count or the commission. 

“In the case where the employee is 
paid a salary or commission plus busi- 
ness and traveling expenses, the en- 
ployer may issue separate checks in 
which case no withholding on the 
amount paid for legitimate expenses is 
required. 

“However, regardless of whether the 
amount considered as business and 
traveling expenses is received as sep- 
arate check or is included in the regu- 
lar drawing account or commission, 
such amount is to be included as in- 
come on the income tax return to be 
filed in March; but, the amount actually 
expended for business and travel ex- 
pense may be taken as a deduction 
thereon.” 





In New Location 


HARTFORD, CONN.— Noel Footwear 
has moved to a new location at 74 
Main Street, here. The new shop has 
smart yellow wallpaper with a blue 
flower design and dark mahogany 
shelving. Appointments are in two 
shades of blue. Novel draperies permit 
the interior to be seen from the out- 
side. 

The business was formerly operated 
as a leased department in one of the 
specialty shops here. Abner Franford 
is manager. 
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(carried in stock) 


2 Inventory Pads (100 nese 2106 
(10 pads $2.00) .. 
Sales Record Slips: Form D 


Refund Record Slips: Form E 
per pad (50 slips) . 
Customer Record Cards: Form F 
1M @ $10.00) 


(2 books @ $3.50) 








HANDY FORMS 


for efficient store operation 


per pad (100 slips) (100 pads $20.00) 


100 (Size 5"x3”) (500 @ $6.25; 
Ceiling Price Stickers (1452 per book). 


MERCHANTS SERVICE DEPT. | 
209 S. STATE ST., CHICAGO | 


$. 50 
25 
AS 


. 150 
2.00 








NEW PROFITS 





and Good Will 


LEXOL pleases every- 
one that uses it. They 
come back for more, and 
thank you. 

LEXOL preserves new 
shoes and restores old 
ones. There's good money 
for you in selling LEXOL. 
It helps you keep old 
friends. 

~~} Ry J hee or send 


THE wari DENNIS CO. 


Ave. 
yy A | J. 

2 on 2 See te 
Pender St., Vancouver 
. Ltd. 184 Bay St., Toronto 
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Armstrong Cork Co. Employes 
Awarded White Star 


LANCASTER, Pa. — Employes of the 
two Lancaster, (Pa.) plants of the 
Armstrong Cork Company were given 
a White Star recently in recognition of 
“meritorious services on the War Pro- 
duction Front.” The star is to be ad- 
ded to the Army-Navy “E” which was 
awarded last Nov. 30. In making the 
presentation, Robert P. Patterson, Un- 
der Secretary of War stated: “The 
White Star which the renewal adds to 
your Army-Navy Production Award 
flag is the symbol of appreciation from 
the Armed Forces for your continued 
and determined efforts and patriotism.” 

Production of war materials was 
started at the Armstrong plants in 
1939, shortly after the outbreak of hos- 
tilities in Europe, and since that time 
an increasingly large percentage of its 
manufacturing facilities in the Floor 
and Closure plants, has been converted 
to turning out war materials. 





E. T. Wright & Co. Cited 
For No-Accident Record 


ROCKLAND, Mass.—Special recogni- 
tion has been given to E. T. Wright & 
Company, Inc., well-known manufac- 
turer of men’s shoes, for the enviable 
te-accident record they established for 
the calendar year 1942. In addition to 
lelping the war effort by making foot- 
Wear for the U. S. Navy, along with 
their well-known Wright Arch Preser- 
ver Shoes, this company has now set 
a perfect record of utilizing man- 
pewer hours to the utmost with no loss 
af precious weeks, days or even hours 
from accidents. 

A special report from the Loss Pre- 
Yention Department of the Liberty 
Motual Insurance Company cites the 
“complishment by comparing FE. T. 
Wright’s perfect lost-time-accident-fre- 
@ency per 1,000,000 manhours of 0 

a group average of shoe manufac- 
liters of 12.7. Similarly the compari- 
Sm of days lost per 1,000 manhours, 
veloped as a result of the year’s ac- 
dents, was 0 for the Wright Arch 

rver manufacturer and .45 for 
the group average. 


Aagust 1, 1943 


er 


The report accompanied a_ letter 
written by J. A. Connell, Brockton Res- 
ident Engineer for the insurance com- 
pany, to A. W. Donovan, president of 
the shoe concern. In remarking on the 
extremely commendable showing, Mr. 
Connell wréte: “You should congratu- 
late the men responsible for this record 
and encourage their further efforts to 
control accident trends.” 

This is not the first time that E. T. 
Wright & Company’s safety program 
has attracted widespread attention. 
Some years ago they received national 
publicity for an unusual color plan that 
was introduced throughout the factory 
in a successful effort to eliminate ac- 
cidents. 

This latest achievement, at a time 
when man-power and health man-hours 
are vital to victory, proves conclusively 
that the company has done well its job 
of helping to smash the “7th column.” 





Featured at Infants’ 
Wear Clinic 





Chicago, ill. — Looking like the pro- 
verbial doll, this little girl wore white 
kid shoes with box toe at the Infants’ 
Weer Clinic held at the Merchandise 
Mart, here, recently. The clinic was 
under the direction of Katherine Ratto, 
Merchandise Counsellor of the Mart. 


Discuss Industry Problems 
At Noon Meetings 


Detroit, MicH.—Detroit shoe men 
are threshing out industry problems at 
a series of noonday meetings at Cliff 
Bell’s, popular downtown eating place, 
sponsored by the Detroit Retail Shoe 
Dealers’ Association. Most recent of 
these was “President’s Day,” a special 
tribute to DRSDA President Walter H. 
Magee, who presided. Regional ration- 
ing officer John Scott Black is a fre- 
quent attendant. 

One of the most vigorous activities 
of the DRSDA at present is a battle for 
a larger quota of shoes for Detroit. 
Local shoe men feel that this war cen- 
ter, with its recent population growth 
of half a million, has been seriously 
neglected in setting up shoe distribu- 
tion quotas, and are out to make rep- 
resentations nationally to secure recti- 
fication. 

Another campaign launched at the 
recent noonday meeting by DRSDA is 
tc secure a change in the expiration 
date of Stamp No. 18 from October 31 
to October 30. Shoe men point out that 
October 31 is a Sunday, and that this 
date would give an undue selling ad- 
vantage to those few stores that re- 
main open on Sunday—a recurrence of 
the problem met when shoe rationing 
was first suddenly announced, but in 
aggravated form. 

Corollary to this is the premise that 
the next shoe stamp would not become 
valid until November 1, leaving Sunday, 
October 31, as a dead selling day be- 
tween, with no shoes sold. 

Plans were launched for a big Fall 
party with a steering committee named 
te include David Lieberwitz, Dave’s 
Shoes, chairman; Sam Plotler, Original 
Sample Shoe Shop; and Harry Karnow, 
Lane Bryant Store. 





Howard B. Lape Honored 


CoLumMsBus, O.—Howard B. Lape, of 
the Julian & Kokenge Co., has been re- 
elected a trustee for a two-year term 
by members of the Columbus Manufac- 
turers and Wholesalers Association of 
the Chamber .of Commerce. 
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CHILDREN'S SHOES 
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The C. A. Haines 





Flex-A-Proved Cushion 
construction, soft and 





smooth inside, scientif- 
ically designed; al’ 


leather. White 





Goatskin 


SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 


Our Distributors 

Ceo. S. Freiburger & Bro. Co., 

119-121 E. Columbia St., 
Fort Wayne, Indiana 

. Les Angeles, Cal. 


American Shee . 
251 W. Jefferson St., 


Detroit 
Jayson Shoe Co. . . 


i ei ei eel 


STROLL MOCS 


6 Ee EF | 


Men's Leisure Type 


$] 95 @ TAN ELK UPPERS | 


@ FLEXIBLE CON- 
STRUCTION 


@ KICK-OFF BACK 

@ LEATHER SOLE 

@ RUBBER HEEL 

@ HAND-SEWED 
EFFECT 






Sizes 6-12 D Width 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.¥.C 





Shoe Production 
Continues to Drop 
[CONTINUED FROM PAGE 79] 


1943, production of 12,487,177 pairs, 
was well below that of April—14,638,- 
174; and showed an even greater de- 
crease from May, 1942, during which 
month 15,098,272 pairs were made. 

The largest decrease, however, is 
noted in misses’ and children’s shoes. 
During the first five months of 1942, 
18,537,965 pairs were made; while in 
the same period of this year, only 14,- 
122,489 pairs were manufactured, a 
clear drop of 23.8 per cent. In this 
category, May, 1943, production was 
2,525,481; in April of this year it was 
3,060,733; in May, 1942, it was 3,343,- 
955. 

The decrease in infants’ shoes is not 
so great. The five-month comparison 
shows a 1943 production to date of 10,- 
536,762 as compared with 11,006,826 in 
1942, a decrease of 4.3 per cent. May, 
1943, output was 2,011,119; in April, 


Daughter of Shoe Man 
Marries Army Officer 


MILWAUKEE, WIS.—Mrs. Mary Brou- 
wer Finley, daughter of Stephen J. 
Brouwer, well-known shoe man of this 


Pe “Bry. 
a 





MRS. MARY B. HICKMAN 


city, was married recently to Lieut. 
Donald David Hickman, also of this 
city. Her only attendant at the cere- 
mony was her nine-year-old daughter, 
Lela Christine Finley. 

Mrs. Hickman attended the College 
of Wooster, Wooster, Ohio, and has 
been active in club and Y. W. C. A. 
work in this city. Her husband, a grad- 
uate of the Milwaukee State Teach- 
ers’ College, with a master’s degree 
from Marquette University, has been 
transferred to Fort Washington, Md., 
after serving as personnel consultant 
and assistant director of instruction at 
the Army Administration School at Ar- 
kansas State College. 





1943, it was 2,129,590; in May, 1942, 
it was 2,186,900. 

No five-month comparison can be 
made in the production of shoes for 
the government because of the ab- 
sence of complete production figures for 
May, 1942. During the first five months 
of this year, however, a total of 20,- 
377,498 pairs was made, including dress 
types, work types and women’s. The 
production of these shoes was 3,995,308 
during May of this year, as compared 
with 4,267,627 in April. 





To Celebrate Anniversary 
Of N.Y.S.S.R.A. 


RocHeEsTer, N. Y.—Recognition is to 
be given of the fact that it will be just 
25 years since the New York State 
Shoe Retailers Association was organ- 
ized February 3, 1919, when the next 
anniversary of that date occurs in 1944, 

Shoe retailers who had a part in or- 
ganizing the society at the Powers 
Hotel a quarter of a century ago intend 
to make the occasion memorable, with 
Henry Merton Smith of Penn Yan, a 
former president and still active in its 
affairs, chairman of the committee of 
arrangements. 





Lloyd J. Lawson, the new president, 
has named the following—all former 
presidents—to work with him in plan. 
ning the event: Ernest N. Park, Syra. 
cuse, first president; William Pidgeon, 
Rochester; Jesse L. Patton, Schenee. 
tady; William Toher, Oneida; Charles 
E. Knox, Batavia; Ernest A. Beay. 
mont, Albany; Leslie Gardner, Oneon- 
ta; Ernest R. Park, Rochester; John A. 
Beaumont, Albany. 

Harry A. Chase, who was secretary 
in the beginning and who works with 
the same enthusiasm as of yore in fur- 
thering the interests of shoe retailers, 
will also serve as a member of the com- 
mittee that will have a part in plan- 
ning the celebration, the form of which 
will be determined by the course of 
events in the war. 


Request Higher Heel Rubbers 


BuFFALO, N. Y.—Greater Buffalo 
Shoe Retailers’ Association and Affil- 
iated Shoe Trades sent the following 
recommendation to Washington: “That 
a higher heel women’s rubber than the 
high cuban is necessary to fit women’s 
16/8 and 20/8 heels, and that the rub- 
ber companies be permitted to manufac- 
ture a rubber of this type.” 

The Association stated that manu- 
facturers of women’s shoes for the Fall 
season are showing many styles with 
16/8 and 20/8 heels, and that it is 
necessary for the health and well being 
of women to wear rubbers to cover 
these shoes. 





George A. Weining 

Dover, O.—George Albert Weining, 
72, retired salesman for the Cady Ivis- 
ion Shoe Co., Cleveland, and the Endi- 
cott-Johnson Corp., died recently. 








—here's how to get 
More Business! 


HE Vincent Edwards idea Clipping 
Service has over 2,000 satisfied users. 


Each order filled according to what 
you wont: wholesalers usually request 
best retail ads; manufacturers usually 


want ads of competitive brands. 


You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell mé ffore about your news- 
| poper ad clippi service and special 
short term trial offer. 
| 
| 


Name 

Company . ad 
City .... a Pas 

| “<a 
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Campaign Begun to Retain 
Shoe Standards 
[CONTINUED FROM PAGE 79] 


“Not at all—you can still buy good 
Shoes. The honor and integrity of the 
International Shoe Company stand be- 
hind that statement. 

“We, as well as other shoe manufac- 
turers, could make more shoes were we 
willing to disregard quality—but qual- 
ity is the essence of this message—-and 
this company is determined not to use 
present conditions as an excuse for low- 
ering the moral standards of its prod- 
ut—standards maintained for more 
than forty years. 

“Despite heavy demand from our 
armed forces, there is still a sufficient 
Quantity of good, serviceable shoe ma- 
terial available to meet essential civil- 
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This handy 
STOCK RECORD BOOK 


— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 





2 yy Pads (100 sheets) 2106 (10 pads 
) , 


2 Buying Order Pads (50 sheets) 7107 
(or 4 of each, as preferred) 


(West of Denver) 


(Sample sheets with guide jor use sent on request) 


Black Cloth binder—11%” x 13%” $2.50 
100 Daily Sales and Stock Sheets, (Form #100) 
and 1 Comparison Form 7105 $2.50 


$0.50 
$0.50 


$6.00 
$6.50 





Sales Record Slips: Form D 





preferred. 


Per Pad (100 slips) (100 pads $20.00) $0.25 
Refund Record Slips: Form E 
Per Pad (50 Slips) $0.15 
Customer Record Cards: Form F 
100 (Size 5” x 3”) $1.50 
Ceiling cee carton tickets, Form G 
1%” x 3%” (gummed top) | gross $0.50 
1000 $2.50 
Shoe Carton Tickets and Clips: Form H 
1%” x 3%”, 1000 $2.25 
5000 $10.00 


PROFIT CHARTS — 2c. each; an accurate method of 


figuring selling prices. 


Check with order, please, unless C.0.D. Shipment is 


Orders filied jor any forms preferred. 


x * * 


MERCHANTS SERVICE DEPT. 
209 S. 


State Street, Chicago, II. 








ian requirements. We assure you that 
we will continue to manufacture shoes 
that will return full value for your 
dollar—and satisfactory shoe mileage. 

“You may continue to have confi- 
dence in the shoes made for men, wo- 
men, and children by this company. We 
shall keep faith with the wearers of 
our shoes.” 


Sumner Keith Joins 
Union Bay State Co. 


CAMBRIDGE, Mass.— Sumner Keith, 
formerly of Barbour Welting Company, 
has joined the staff of Union Bay State 
Company of Cambridge, Mass. 

Mr. Keith will devote his knowledge 
of shoe factory production and shoe 
construction materials to servicing 
principal shoe factories on their ad- 
hesive and finish problems. Union Bay 





State Company is a leader in this field, 
providing a complete line of adhesives, 
upper leather and bottom finishes, 
waxes, and blackings. 

Often referred to as “the Sumner 
Welles of the Shoe Industry,” Sumner 
Keith is one of the most widely ac- 
quainted personalities in the shoe field, 
having visited personally the principal 
factories, retail stores, and wholesale 
shoe concerns from coast to coast dur- 
ing the past decade. Prior to this, he 
was for years purchasing agent and 
superintendent of a large South Shore 
shoe factory, with a production of 72,- 
000 pairs per week. In problems of 
shoe construction, shoe style trends 
and shoe merchandising, Mr. Keith’s 
opinions and suggestions have been 
widely sought and adopted, and thus 
his new connection is particularly 
timely during this period. 
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LINE WANTED 








MANUFACTURERS! 
EXPORTER 
wants full lines for sale on 


franchise basis in certain foreign 
territories. 


TWO OCEANS TRADING CORPORATION 








92 Liberty Street New York City 








HELP WANTED 





TTENTION, RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under |lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
smportant qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industriai Ave- 
nue, Danville, Illinois. 





HOE SALESMAN, ORTHOPEDIC, for ex- 

clusive New Jersey establishment; $55.00 
start; advancement. Address #817, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





UPERINTENDENT WANTED: A big job 
for the right man in one of America’s fastest 
growing Slipper Companies. Knowledge of 
California construction essential. Must know 
the shoe business completely from pattern mak- 
ing to shipping. Write giving complete history 
in first letter. Address #815, care Boot & Shoe 
oe 100 East 42nd Street, New York 17, 


WANTED TO PURCHASE 








SELL US 


FOR CASH 
AND RATION CURRENCY 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 


any of the 15 leading St. Louis factories 


M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 








RCH SUPPORTS — Scholl’s and other 

makes; any size. What have you, and 
price wanted? EVANS & SCHWARTZ SHOE 
STORE, 479 North High Street, Columbus, 
Ohio. 





HOE FACTORY: Interested in PURCHAS- 
ING shoe or slipper factory in New York 
or nearby preferred. Cash proposition. Reply. 
Address #810, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





POSITION WANTED 


RETAIL SHOE EXECUTIVE, 41; now em- 
ployed; draft deferred; life-time experience 
buying and managing stores; thorough knowl- 
edge of selling, merchandising and personnel 
training; desires permanent connection with 
progressive organization; will consider any lo- 
cality. Address #804, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 








BUSINESS OPPORTUNITY 


USINESS OPPORTUNITY. Profit and 

opportunity unlimited on my unique method 
preserving baby shoes into Book Ends and 
Mantel pieces. Instructions very reasonable. 
Write—M. E. Watson, Bellefontaine, Ohio. 








FOR SALE OR RENT 


For SALE OR RENT—CORNER SHOE 
STORE—Stock about $7,000; owner retiring. 
801 NORTH BROAD, NEW ORLEANS, LA. 








WANTED TO LEASE 


SHOE DEPARTMENTS WANTED SOUTH- 

ERN AND EASTERN STATES, POPU- 
LAR PRICED AND QUALITY MERCHAN- 
DISE; LIBERAL PERCENTAGE; WILL 
BUY PRESENT STOCK IF ALREADY IN 
OPERATION. DEPARTMENT MUST BE 
ABLE TO DO $40,000 AND UP. ADDRESS 
#814, CARE BOOT & SHOE RECORDER, 
-” Fond 42ND STREET, NEW YORK 17, 








HOE STORE MANAGER, BUYER AND 

SALESMAN for the past 12 years; Age 31; 
Draft 3-A; Married; Have one child, desire 
permanent position with some established firm, 
west or northwest, or Florida. State proposi- 
tion. Write to: L. B., General Delivery, North- 
port, Ala. 





AMILY MAN, GENTILE, 38 years, desires 

responsible position with good future and 
income handling better grade shoes. Prefer 
midwestern town fifteen to fifty thousand; 
capable assuming full responsibility, Managing, 
Buying, Selling, Window trimming, Personnel, 
Advertising; 18 years’ experience; excellent 
references. Address #811, care Boot & Shwe 
Recorder, 100 East 42nd Street, New York 17, 
oe 


25 YEARS OF SHOE BUYING AND 

MANAGING; presently employed; wishes 
to connect in same capacity; will go anywhere; 
excellent references. Address #812, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


ANAGER, SHOEMAN, AGE 41; Married; 

20 years’ experience, seeks position as 
Manager; has full knowledge of Buying and 
Merchandising. Prefers a position in a better 
grade field or semi-orthopedic shop. Employed 
at present. Address #813, care Boot & Shoe 
eeeqener. 100 East 42nd Street, New York 17, 














SHOE STORES 
FOR CASH 
BARSH & CEASAR 


4th S* Ph 


_ 


Phone MARke?t 





SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus cr complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 


WANTED TO PURCHASE 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 


BARIS SHOE CO., INC. 


79-81 Reade St., New York, N.Y. 
Phone WOrth 2-5180 











WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 














Minimum charge, 75 cents. 


address sh 











CLASSIFIED ADVERTISING RATES 


. 
The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. 


The rate fer all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


i= Advertisements for this page must be in our New York Office 10 days preceding pubiication date. a 


In all other cases each word of the 
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FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 


with our specially 
pared fluids, 
proper fit to shoes which 
fit large around the top, 
—~ slip at the heel, or gap at 


pre- 





wat xo erent the sides. Any fullness or 

| 00 ¢ wrinkles in leather or fab- 

5. ric are easily shrunk with- 
type tren out harm. 


Special combination offer $32.50 (fluids 


included in above prices). 
Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





Short Cut to Fall 
Ad Budget 
[CONTINUED FROM PAGE 73] 


you the answers for Fall 1943. 

Our last question, “How much to 
spend on each brand of shoes and on 
each price line?” is influenced by to- 
day’s conditions in the shoe business. 
Normally, expenditures should be made 
in proportion to the amount of volume 
done on each line. But now you cannot 
get all of the shoes you need. More cus- 
tomers are demanding the better grade 
nationally advertised lines and spurn- 
ing the lower priced “bread and butter” 
lines of a few season ago. Institutional 
advertising must receive a sizable pro- 
portion of the advertising expenditure. 

Many thinking shoe retailers are 
planning to break expenditures on 
price lines and brands into even thirds 
as follows: 

One third to maintain identification 
as headquarters for their nationally ad- 
vertised prestige lines. 

One-third on strong promotional ad- 
vertising to direct purchases to the 
lower priced lines which normally repre- 
sent the major portion of their volume. 

One third on institutional advertis- 
ing to build store prestige and a solid 
footing for post-war progress. 

Careful adherence to this plan for 
preparing your advertising budgets for 
Fall 1943 and future seasons, is as- 
surance of efficient advertising expendi- 
tures in both peace time and war time. 





Footlets on Air 


New York—J. W. Landenberger & 
Co., makers of Footlets, have expanded 
their advertising. Besides a represen- 
tative group of magazines, Footlets 
are now on the air over station WEAF 
from 1 to 1:45 every day, Monday 


August |, 1943 
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Doctor Shrinkers when used | 


give the | 























through Friday, in July and August. 
It is believed that the present Foot- 
lets campaign is the largest advertis- 
ing effort made by any manufacturer 
thus far on behalf of foot protectors. 





H. A. Schwartz, Jr., Now With 
Saturday Evening Post 


PHILADELPHIA—The Saturday Even- 
ing Post announces the appointment of 
Herbert A. Schwartz, Jr., as Assistant 
Publicity Manager. For the past year 
and a half he has been Assistant Pub- 
licity Director for the New York War 
Savings Staff of the United States 




















the feeling of your 


































customers’ feet that makes 
them want another pair 


relate Mslalohinl-lmehi 


Treasury Department. Before that Mr. 
Schwartz was with Earle Ferris Asso- 


ciates, public relations organization; 
and the United Press. Mr. Schwartz 
will handle advance arrangements for 
the Four Freedoms War Bond Show, 
now touring the country under sponsor- 
ship of the Treasury Department, the 
Post and leading department stores. 

Henry J. Schapper, who has been in 
charge of publicity for the War Bond 
Show will function as show manager. 
In this capacity he will supervise all 
activities at the show itself, including 
publicity, special events, and produc- 
tion. 









AND she’s a thoughtful 
mother, too. She patronizes 
the shop that has gained her 
respect for its range of chil- 
dren’s shoe styles — and its 
fitting accuracy. 

It’s this faith in your store 
that will build your business 
in the years to come — long 
after these lush times are gone 
and forgotten. 

If you do have the Dr. Posner 
line today — you are very for- 
tunate. Because it is the foun- 
dation on which to build your 


reputation as Children’s 
Health Shoe Headquarters. 


DR. A. POSNER SHOES, inc. 
ANO GIRLS Offices: 
137 Duane Street 
New York, N.Y. 
Factory: 
Allentown, Pa. 


BODY BALANCE 









GIVE YOUR CHILD CORRECT 
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